

















- Next Week 
You Will Find 


in “The Recorder” 


Hold the Line—Price Stand 


“A good buyer buys early” is what | 


C. D. Hollaway told us in F. & R. 
Lazarus Company’s great shoe depart- 
ment in Columbus last week, “for the 
wise customer knows she can get best 
selections first”—so we hope to discover 
for this issue the trend of buying—in 
market and in stores—by shoe-men who 
plan their promotions, and promote 
their plans, for a profit. A real pic- 
ture of the early Fall style “set-up” is 
promised—and if you have a message 
for the merchant, tell him “best sellers” 
in this issue. 





* 


Shoes Sold Right 


We discovered in the South, dresses 
for a dollar, hats for 59c. and hose for 
49c., but in the same store shoes were 
six dollars. Why, because shoes can be 
sold but one way—right. We hope to 
prove in this issue that now is the time 
for all good shoemen to come to the 
aid of their profession, by holding fast 
to today’s range of prices—holding 
thru thick and thin—because shoes can 
only be sold one way, and below these 
prices, selection and professional ser- 
vice is impossible. Can we get together 
to hold the line—at today’s price levels 
—for a season’s trial by an industry 
unified for a purpose of holding its 
standards that more goes into a shoe 
than materials assembled, and that 
priceless ingredient of fitting service 
justifies recompense. 


* * 








BOOT AND SHOE 


RECORDER 


with which is combined The Shoe Retailer 
Division of United Business Publishers, Inc. 


Copyright 1931 by The Boot and Shoe Recorder Publishing Co. 








NEW YORK—July 4, 1931 








IN THIS ISSUE 


ee 


Good Will Turns the Tide............. 





Finding a Profit Plus in Findings........ 


From the Editor’s Angle............... 


The Big Sports Shoe for Fall............ 


Whites Lead in Summer Sales.......... 


This Window Doubled Sport Shoe Sales. . 


Summer Ads Stress Coolness........... 


Endorse Hoover Debt Move............ 


Novelty Hose Important for Fall........ 


Meshes Still in Gear 
Shoe News 


Business Barometer 


eee eeeee 


Observations and Comments........ in| 


A New Idea in Store Layout and 
CeO <<< des ang resudoueus 14 


By Alvin: Fiieyc o << ssc ccccsncves 7 


How a Clever Saleswoman Does It for 
Wanamaker in Philadelphia........ 1 


By Arthur D. Anderson............. 20 


And Will Continue Strong Through 
WUNBRoccscaccecs tose orerecdead 26 

By ‘Harry R. Terhune... 5... c0008: 32 

Comfort the Dominant Sales Appeal.. 34 


Illinois Merchants Praise Moratorium 
WIN coo oe cee icc cacrudeewsees 


Fashion Trend for the Coming Season. 42 
What's Selling This Summer in Hose.. 44 


Trade Happenings Tersely Told...... 47 


Changes, Embarrassments, New Stores 65 





WILLIAM M. LEBRECHT, Vice-President and Treasurer 


Vice-Presidents 


CHARLES H. FURBER, H. WALTER SCOTT, BERNARD C. BOWEN 
ARTHUR D. ANDERSON, Secretary 


Directors 


In addition to the above-named officers: 


A. ©. PEARSON 






CHIcaGo 
Republic Bldg., State and Adams 8t. 


Hue M. Bowen’ UL. F. Durron 





R. L. Sewarp 


Sr 


. Louis 
1627 Locust St. 


RocHESTER 
115 Ellwanger and Barry Bidg. 


8 
The subscription price of the Boor anp SHOB RECORDER is $3.00 f 


jUBSCRIPTI 


Branch Offices : 


Published by BOOT anp SHOE RECORDER PUBLISHING CO. 
239 West 39TH STREET, NEw York CIty 
EVERIT B. TERHUNE, President 


Editorial Staff 


ARTHUR D. ANDERSON, Editor 
RAYMOND L. FITZGERALD, Managing Editor 
MME. HAMILTON JEFFRIES, Fashion Editor 

HARRY R. TERHUNE, Field Editor 


OWEN A. THOMAS 
FRED A. GANNON 


BosToNn 


140 Federal St. 
CINCINNATI 


Associate Editors 
HARRY F. BAKER 
GEORGE E. GAYOU 


PHILADELPHIA 
1201 Chestnut St. 


501 First Nat. Bank Bldg. 


ON RATES 
or one year, which includes postage in the United States, its possessions and Canada. 


FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $10.00 per year including postage, 


All subscriptions are payable in advance. 





Single copies 25 cents. 





Entered as second class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of March 3, 1879 
Member, Audit Bureau of Circulations; Member, Associated Business Papers, Inc. 














































= 






r 


i 


| 





4 


lin" 





\\" 





i 





wn 





\\ 


: 


\ 


I 
















\ 
| 






| 








TMI) 











2. = 
=: 
=> = 
=> — 

> = : 


| 
a 


| 


: 
| 
, 
) 
| 


ay 
| 
| 


| 


> 
a llr 


] 


( 


| 
| 





"il 


l 


I 





| 
| 


| 


er 
— i ——— 

= = — 
= FS = 





SS 
———==S 
————— 
————————————— 
———— 
—————— 
—— 
—S=S} 
—— 
=— = 
—_-> _-_ =! 
= — 
SO 
—— ss 
=S Sa 
== = 
a 
SO 
= 
=——F 
SS 
SS 
OO 
—————— 
————— 
OO 
SS 
-_—] 
oe 
= 
aS 
—————————— 
——— 
= — 
— A= 
—=_— = 
= 
== 
= = 
T+ = 
—_ 
— 
== 
=— 
—— 
—— 
=== 
—= 
= 
= 





| 





("NN 


=F) )>)- =e the rofreshing, y outhtul smartness 


TO RETAIL PROFITABLY AT 





lh 
| 
Wil 


i 
i 


| 
‘ 
| 
| 
i} 


= = SS 


il 
| 
| 





wl 





al 


f 


ir 
mh 





< 
spk 
Tee 





hes Sus 
4 a 


<i 





ENP ay fo CEC: 


Stevdiffi ick Shoes 





= Sty Pe aie by clever creators, 
who ion Corrective Shoes with 











0 demancled by discriminating women. 
Si-en-tiffick_ 


Shoes SIEN-TIFFICK WELTS RETAIL PROFITABLY AT 


a 6 
and 
§ 
O/-EN-TIFFICK OHOE Co. 
Branch of The HC Godman ©, 


COLUMBUS, OHIO, 


are also shown 
in welts 
AAA to EEE 

















I 






































. . , 
= = ——— 
=. — = ——S—S——==—_—_——_. ——— 
= = =a —O _———$—_—$ $$ 
= = HE ———— 
== = a 8 —=E=ES — 
= — SSS 
—- SS Oe = 
== -—— LS 
—_—_—~ ——— 
SSS i] aaa ————— - 
——— = OO _cC_C oH = 
— a ——— fe ———— 
oe ooo 
= aes —— po _______1____1 TE a 
—_—_ — SS ————————————eeeeeeeeeeeSeee 
SS —- =. pul Sessa 
—=—= Rt = 
=— a S=—- = — SS———S—S ————— 
SS. = —— == Sa 
———————————————————————————————eee SS = —= ————————— = Sa Sv FS 

——_ = ae 
S56 Sass 22 QS ——— ass SSF 2 

—S=>=>=_ —= —— _— ee 

SS — OH S= ——<_—— Cl SSS SSE 

S——SSS=_—_—- | = CZ _— § SSS SHSSHSOSOSHSIS 





i) 
I 












Boot AND SHOE RECORDER 
10 combining THE SHOE RETAILER, July 4, 1931 








Ul ty 


E 


OOT anon SHOE 


RDER 


Vol. XCIX, No. 17 


July 4, 1931 


The VOICE of the TRADE 


Retailing is no 
small business in itself. As Wash- 
ington now tells us, there are 1,- 
549,000 retail stores in the forty- 
eight states and the District of 
Columbia. For every 1,000 inhabi- 
tants there are 12.6 stores. The 
average store in this country does 
an annual business of $32,297. 

Averages are interesting but not 
particularly informative—as many 


a man has found who has tried to 
walk across a river with an aver- 
age depth of four feet and found 
himself in water over his head and 
hands in the center of the stream. 

But as long as a study has been 
made of averages, let’s see the rest 
of the figures: Average per capita 
purchase at retail amounts to 
$407.52—which indicates average 
retail purchases ‘per family (three 
to five persons) of from $1,250 to 
$2,000 annually. But mark you, 
the retail store purchases of the 
several states vary greatly from a 
minimum of $172 per capita in 
South Carolina to a maximum of 
$575 in California and New York. 
The state of Alabama has an 8.1 
minimum in number of stores per 
1,000 inhabitants. California has 
the maximum of fifteen stores per 
1,000 inhabitants. 

All in all, through retail shoe 
stores in this country, the approxi- 
mate sales represent $50,000,000,- 
000. If we are in for a period of 
sales tax legislation, we can see 
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$500,000,000 per year collected by 
these stores and paid to the govern- 
ment as a first profit on the sale 
of goods at retail. 


* %* * 


C. M. Stendal, 


Minneapolis merchant, delivered 
the following: 

“Sure, we can sell better shoes. 
But the burden of selling better 
shoes does not rest on the buying 
impulses of our customers or on 
extravagant promotion of the 
merchandise. It rests entirely on 
the back of the merchant himself, 
for unless he trains himself and 
his sales staff to a keener appreci- 
ation of the better goods, he can- 
not logically hope profitably to 
handle quality type merchandise.” 


* * * 


The models walk! 
“At Liverpool, Peggy Davies and 
Phyllis Robertshaw told the news- 
hawks they liked their job, which 
has taken them 12,000 miles in the 


four years of their employment. 
The job, walking forward twelve 
miles per day to try out new boots 
and shoes for a manufacturer.” 
The paragraph is from “Time”. 
What a time there would be if the 
American models, who try out new 
styles, had to walk twelve miles a 
day. 
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Leshasseien that require 
safety shoes cover such a wide 
range and even in the same plant 
conditions vary so widely that no 
one kind of bottom stock will an- 
swer all purposes. Oak tanned 
leather is, and probably will con- 


tinue to be, the most generally used 
bottom material for industrial 
shoes. 

Where floors are dry and free 
from oil and grease but where heat 
is excessive, chrome tanned leather 
seems to have longer life; but in 
forge plants, machine shops and 
other places where floors become 
covered with oil and slipping be- 
comes a hazard to be avoided, 
neither chrome tanned leather nor 
rubber composition soles are con- 
sidered as safe as oak tanned 
leather. 

Rubber composition soles have 
their place—and a big place it is— 
in industrial footwear. For out-of- 
doors wear or on cement or board 
floors that are dry or where wet 
with water, rubber composition 
soles give excellent service and by 
many workers are preferred to any 
kind of leather. This applies alike 
to both the rubber and fabric con- 
struction and the synthetic rubber 
combinations. 

* * * 


United States Tariff 


Commission in a report dpproved 





last week by the President, states 
that after giving careful consider- 
ation to the evidence obtained and 
to the maximum benefits that 
might accrue to producers or con- 
sumers from-a change in the rate 
of duty, it finds that no change in 
the rate of duty on hides and skins 
of cattle of the bovine species is 
warranted at this time. 

This investigation was instituted 
in response to’a Senate resolution. 
The hides and skins covered by the 
investigation are dutiable at 10 per 
cent under the act of 1930 and 
were free of duty under the act of 
1922. 


x* * * 


Men models on a 
style run-way made quite a hit for 
the shoe department of Farrn- 
bacher Dry Goods Co. of Baton 
Rouge, La. The Nunn Bush sales- 
man happened to come along at the 


time the store was holding a style 
show at a local theater and as a 
result four models of men’s shoes 
strutted down the run-way. As a 
follow-up, the salesman made a 
special display in the store of his 
samples on the following day. 

As a promotional stunt, it sure 
stimulated interest. It just goes to 
prove the timeliness of a sugges- 
tion from a salesman. 

* * * 


Coeorge F, Johnson, 
head of Endicott Johnson Cor- 
poration, in the philosophy of his 
70 and more years, discourses to 
shoe workers thus: 

“As an industry, we have ‘round- 
ed the corner.’ There is much 
better work, fatter pay envelopes 
and a better feeling throughout. 
You are to be congratulated on the 
result of your earnest and sincere 
efforts to improve conditions in 
your industry. 

“Let’s hope that we may con- 
tinue, during the summer and fall, 
to have good work. After all, 
there is nothing quite so satisfac- 


Ask Me Another 


—What will bring about an upswing in 
business? 

—The depletion of goods in the hands of 
the consumer and of materials in the 
hands of the producer. 

—When will depletion reach the point of 
needful replacement? 

—I believe that within ninety days we will 
experience a powerful forward surge in 
business that will be based on necessary 
and wholesome demand for both goods 
and materials. 


Sect 6 Toe, 


President 


tory as plenty of work; and in 
these days of ‘depression and un- 
employment’ we should be espe- 
cially grateful that work is fully 
up to par, in our organization. 

“Inflation may be likened to a 
glorious ‘drunk’ and the Nation 
has had it, and is now recovering. 
An old friend of mine, he happened 
to be an Irishman, had a phi- 
losophy very simple and easily 
understood. He said, ‘The only 
difference between a millionaire 
and a poor working man is two 
drinks of rot-gut whisky and a 
clay pipe.’ Meaning, I suppose, 
that a couple of drinks set a fellow 
up into the ‘millionaire class.’ This 
is a cheap, easy way of ‘getting 
rich.’ But do you know, I think 
we had during the past ‘inflated 
period,’ many people who have 
‘become rich’ by more questionable 
methods than the poor man who 
‘takes a couple of drinks’ to bring 
it about. We have had more ‘paper 
millionaires’ (tissue paper) in the 
past ten years, than has ever been 
known before in the history of the 
world. 

“I don’t think it is a bad idea, 
if some of these fellows have found 
out that money is not so cheap and 
easy to secure, and fortunes (if 
worth while) must be earned or 
honestly obtained, just as in the 
‘old fashioned days’ when it was 
really worth while to try and secure 
a competence by hard work and 
honest, intelligent effort.” 

one: 


hist it to a college 
boy to figure things out. The son 
of Chester Eaton, Brockton shoe 


manufacturer, is doing his college 
stuff at Amherst. The nearby Hol- 
yoke College for girls has one 
main attraction for this young 
man. This attraction was so great 
one recent evening that it caused 
Charles C. Eaton, Jr. to dicker 
with several taxi men as to which 
one would take him to Holyoke, 
wait for him and bring him back. 

Five bucks was the lowest pos- 
sible price for the round trip; but 
at that, it worked out pretty fair. 
One lonesome boy was taken over 
and eight boys gladly paid 75c. 
each for a return ride that night, 
rather than hike it back to Am- 
herst. The evening netted young 
Eaton one very pleasant evening 
at a profit of $1.75 in cash money. 


* * * 


“Why should price be the main 
factor in the shoe business today ?” 
asks Phil Klevan of Altoona, Pa. 
“Why don’t we in the retail shoe 
business put our business back to 
where it really belongs, and that is 
in the prices that range from $8.00 
to $15.00 for fine shoes ?” 


* * * 


Shoe shining is no 
longer a hit-and-miss proposition 
in which anyone can buy a pair 
of brushes and a few bottles of 
polish and set himself up in busi- 





ness. J. Mahoney, manager of 
Griffin’s Department Store in 
Philadelphia, indicates that a new 
art has come into the shoe clean- 
ing business when fabrics, reptiles, 
fancy leathers and new finishes are 
in general wear. One thing always 
he says: “The better the grade of 
shoes sent in, the better the job 
will look when finished.” 
x * * 


T.. F. Whalen of 
Howard & Foster tells us: “The 
article in the last issue of the RE- 
CORDER on the importance of wood 
in men’s shoes for the coming 
season, was very well taken; but 
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the wood must be in the lasts and 
not in the head.” 

Now the following from the 
same source must not be taken as 
a wisecrack: “Merchandising is 
not selling a man one pair of shoes. 
It is selling him so that he will 
come back for another pair and 
bring a friend. In other words, it 
is necessary to sell a shoe that 
‘wears a fit’ and ‘wears a friend.’ ” 

+ e.% 


[ternational styles 
as currently offered in American 
stores, show more of the foreign 
style influence than ever, and it’s 
reasonable to expect that this inter- 


national influence, now established, 
will continue to increase. Men’s 
shoes of the London or English 
styles, are commonly features and 
now and then, one sees a Scotch 
or a French style for men. 

In the women’s trade, we have 
the familiar styles from Paris, and 
the abundance of styles from 
Czecho Slovakia (who designs 
them) and also, types which may 
be traced to Italy and Belgium. 
Then there are slippers of Turkish 
origin, and others of Japanese de- 
sign and bathing shoes from South 
America and skating boots from 
Canada, and children’s styles from 
Switzerland, and riding boots from 
India. A few more might be men- 
tioned but, doubtless, enough in- 
stances have been given to show 
that footwear is becoming more 
and more international in character 
—at least insofar as the style of 
it is concerned. 

* * * 


Abert F. Doyle 
Doyle Shoe Company, 


of the 
Brockton, Mass., believes that 
men’s footwear were never more 
handsomely or economically made. 
He says: 

“The farseeing merchant has 
already settled his price problem 
and his mark-up and is crowding 
the factory with orders. Everyone 
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is working hard and stands closely 
to his job and carries his own 
bundles. Everyone is operating 
with a smaller margin of profits 
and as a result turn-over will make 
him just as prosperous as ever he 
was during the boom period. It is 
bargain day in America and the 
public is beginning to show its ap- 
preciation of values.” 


eo ee 


L. F. Burdett 


of the Burdett Shoe Company, 
Lynn, Mass., reports a strong 
tendency toward cheaper shoes. 
“The cry is for lower prices. 
We feel that merchants should 
hold pretty much to their standards 
of quality as it built up their busi- 
ness. lf, however, the merchant 
finds he can buy regular lines to 
sell at lower prices, through new 
ideas of up-to-date construction 
and if that line still holds to its 
regular quality of materials, we 
believe that the merchant will be 
better off serving his public at the 
price they are willing to pay.” 


Working overtime on 
sport shoes! For a time it appeared 
that employees of Melville Shoe 
Corp. working in factories which 
furnish Thom McAn stores would 
have to forego vacations this year, 





due to increased demand for sport 
shoes. To overcome this, the man- 
agement decided to run the plants 
overtime so as not to interfere with 
vacation schedules. 

In week ended June 6th, Thom 
McAn division sold more sport 
shoes than all 1928. Sales in week 
aggregated 53,587 pairs of men’s 
sport shoes whereas during 1928 
total sales were 45,000 pairs. 

On a dollar basis sales of Mel- 
ville Shoe Corp. for five months 
were $11,026,030 against $11,251,- 
111 in corresponding period of 
1930, a decrease of 2.0 per cent. 
Decrease in value is due to 10 per 
cent price reduction at end of 1930. 


“Wot! Six dollars for a pair of kicks? Have a heart, mister. Bootleggin’ ain’t wot it used 
to be. And besides, we gotta pay income tax now.” 
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Modern art has served the shoe 
store in the creation of many novel effects in. decora- 
tion. Now modern architecture takes things in hand 
to provide greater convenience for customers while 
facilitating the movements and speeding up the ser- 
vice of salespeople. 

Herewith we illustrate an entirely new idea in 
store planning and arrangement conceived by Herr 
Bernhard Pfau, architect for the shoe shop Oha in 
the German city of Diisseldorf. Novel ideas in de- 
sign, materials and lighting have been incorporated 
and the little shop has aroused a great deal of profes- 
sional interest among architects as well as among re- 
tail shoe men. 

It’s interesting to observe in passing that the incli- 
nation to save space in narrow stores by placing the 
seats against the wall instead of down the middle 
seems to be gaining. It’s a far cry from Dusseldorf 






14 


Making 
EVERY FOOT 


of the 


Shoe Store 


SELL SHOES 


How a German Architect Solved 
the Problem of a Narrow Shop 
While Providing Needed Dis- 
play and Adequate Freedom of 
Movement Both for Customers 


and Salespeople Within the Store 





to Jamaica, L. I., but the writer observed this wall 
seating arrangement in another modernistic store re- 
cently opened by Kinney in that busy trading center 
of Queens borough. After all it’s a perfectly logical 
idea, necessitating, however, some thought as to where 
stock is to be shelved. 

Here is the way Arthur H. Gilkison described the 
Diisseldorf shop in a recent article in The American 
Architect, to which publication the Recorper is also 
indebted for the accompanying illustrations : 

“The problem was a men’s shoe shop on a par- 
ticularly narrow lot, the over all width of the facade 
being only 11 feet 7 inches, while the interior grows 
considerably narrower, being only 8 feet between piers 
and wall. Facility of movement in this narrow area 
is essential as is also good show window space and 
proper advertising display. The architect solved this 
problem by placing the customer’s seats on a raised 
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The interior of this novel shop in Dusseldorf presents a new thought in shoe store design 
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platform having adjustable foot or shoe rests which 
are lowered into the platform out of the way when 
not in use. This raised platform enables the sales- 
man to fit the customer without using the customary 
stool, since the salesman does not sit down, gives him 
greater flexibility of movement and saves considerable 
space. Between the seats are display cases with pull 
out mirror arranged at the bottom, which may be re- 
volved to the desired angle. 

“The fagade is composed entirely of glass and rust- 
less steel. The piers and lintel 
are faced with black opaque 

The street front- glass, while the glass of the 

age is eleven feet “ R 

seven inches. show windows, set so there is 


Note how en- [TURN TO PAGE 65, PLEASE] 
trance is planned 
to provide maxi- 
mum of effective 
display space. 








Sp See, 
UL 


Left, detail of dis- 

appearing foot 

rest which saves 

space and serves W 

convenience _ of 

customers and 
salespeople. 





Detail of door frame 


Section and floor 
plan of the Oha 
shoestore, Dussel- 
dorf. Designed by 
Bernard Pfau, 
Rawear? architect 


PLATFORM *VESTIBVLE. 
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Good Wil 
An Editorial 
By ALVIN I. FINDLEY 


Director, United Business Publishers, Inc. 


F or a full week the world has been 


exposing itself to the contagion of good will. That right-about-face in thought 
and feeling is today the most dynamic and significant factor in the business 
outlook both at home and abroad. 

President Hoover’s debt proposal has produced effects that are without a 
parallel since international relations began. For months men in every land 
have been looking for the first sign of a turn toward better things. In our 
own country it has been loudly complained that we had neither leadership nor 
plan. 

In a single week-end hour at Washington both leader and plan suddenly ap- 
peared, and in the same hour the leader applied the power that was to make 
the plan effective. What was the power? Nothing less than the age-old impulse 
of Good Will. 

More than any other factor, ill will—between nations, between political par- 
tisans, between business competitors—has been outstanding in this depression. 
None that preceded it has been marked by such intense expressions of bitter- 
ness. Statesmen in one nation charging responsibility upon those in another ; 
political spokesmen arraigning opposition party leaders; publicists and econo- 
mists assailing legislative and administrative policies and excoriating those in 
authority for failure to find the way out; business men using unethical methods 
to wrest orders from competitors—such has been the sorry record of the past 
two years. 

Meanwhile, men have been talking about a future war as one that might 
end civilization, little realizing that so much ill will was abroad—between nations, 
and between parties and interests in the same nation—as actually to create a 

* world-wide state of war. 

And now for a full week the world has been under the spell of a new spirit. 
Never has there been such world-wide accord on any matter affected with an 
international interest. The good will that went out from Washington has 
been answered by good will from every corner of the globe. A great incubus 
has been lifted from international relations, from business between nations, 
from domestic business in every land. 

No, the animosities have not been healed and the economic millennium has 
not dawned. All the distress of an unparalleled depression is still with us. 
But we have had a week crowded as no other has ever been with world-wide 
approval of a great message of good will, and the right solution of our vexing 
problems has thus been advanced immeasurably. Outweighing all other gains 
from the President’s proposal are those that will flow from its sheer friendli- 
ness. 

In all the experiences of American business men through these trying months, 
beginning with the crash of 1929, too much of our thinking and planning has 
been in material and mechanical terms—in the language of charts and cycles 
and of this and that barometer of trade—so much so that the well-being of our 
people has been treated as a product of mechanization along with the rest. 
Too little have we thought of its moral side, even in the face of well defined 
factors of deterioration in civic life, in business, and in community and home 
standards. 

How fast we come up out of the slough will depend more on the rate of 
repair of the moral factors than of those which lie in the domain of politics 
and economics. 

Thus, in setting in motion a wave of good will that has generated courage, 
confidence and hope, President Hoover has been of incalculable help in putting 
his own country and all the world on the road back to happier times. What- 
ever the minor fluctuations in the few months just ahead, his act splendidly 
marks the turning of the tide. Let his countrymen give themselves with a new 
resolve to the high enterprise of increasing the store of good will—internation- 
ally, politically at home, in business with the world, and in business with one 
another. 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, July 4, 1931 


Turns the Tide 





ALVIN I. FINDLEY 


Probably no other 
man has such an in- 
timate acquaintance 
with the economic de- 
velopment of the 
country’s major in- 
dustry, steel, as Alvin 
|. Findley. For a 
quarter century, 1905 
to 1930, he was edi- 
tor-in-chief of that 
noted _ industrial 
paper, The Iron Age. 

From that vantage 
point he surveyed the 
whole _ industrial 
scene, for steel 
touches every indus- 
try. It supplies the 
tools of all, and the 
raw material of many. 
He has seen depres- 
sions and booms come 
and go. His broad 
knowledge, sound 
judgment and pene- 
trating analytical 
faculties, not to men- 
tion his noteworthy 
conservatism, assure 
the soundness of his 
observations on the 
business outlook. 

Mr. Findley is edi- 
tor emeritus of The 
lron Age and a direc- 
tor of the parent or- 
ganization, the United 
Business Publishers, 
Inc., of which the 
Boot and Shoe Re- 
corder is a member- 


paper. 











accy 


Displayed on a 
counter like this, 

shoe findings and 
accessories simply 
walk out of the store 
of Wanamaker in Phila- 
delphia, leaving a plus 
profit behind them. 











l, is not always the largest 
department or store that is busiest, nor is it always 
the most elaborate display that produces the most 


business. Sometimes a pint sized department can 
show astonishing results. Sometimes—because it de- 
pends upon who is behind the counter making it go. 

Take Wanamaker’s Philadelphia store. Amidst all 
the huge departments, all the thousands of square 
feet of floor space, competing against the more eye- 
attractive display cases and counters, is a small de- 
partment, using not as much space as an average liv- 
ing room, and yet one of the busiest spots in the 
whole store. 

Shoe findings. Located on the main aisle, near the 
Market Street entrance, on the outskirts of the men’s 
and boys’ shoe department and faced, on the other 
side, by countless upstanding umbrellas, this little de- 
partment, which extends approximately 10 feet one 
way and about 12 feet the other, is described by 
Charles Kloss, Jr., buyer for the men’s and boys’ 


18 


By 
Se JOSEPH VAN HART 


ta 
dye 


PROFIT Plus 
in FINDINGS 


shoes, as a “young mint for its size in the amount of 
sales per square foot of floor space.” 

Four window cases are arranged to form a square. 
Each case carries a display. One will have a neat ar- 
rangement of shoe trees, the other will show Dr. 
Scholl’s foot products, the third may have a showing 
of polishes and cleansers, the fourth possibly has an 
assorted display. These are, of course, changed and 
re-arranged from time to time. 

On top of the cases, which are used as counters, 
every item possible which comes under the heading of 
shoe findings is displayed. At first glance it looks like 
a bewildering array of shoe laces, polishes, shoe trees, 
polish sets, cleaning fluids, cork soles, saddle soap, 
heel protectors and what-not. At second glance, 
things look more orderly. 

Within this inclosure there is a cash register—and 
there is Miss Mary O’Riordan. 

Twenty-seven years ago, Miss O’Riordan, then a 
very young girl, came to Wanamaker’s and was put 
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to work in the shoe findings department. It was not 
long before she was handling the work in a masterful 
way, and since she has taken charge of affairs there 
has been an increase in sales every year over the 
previous twelve months. 

Miss O’Riordan is a builder. She knows each prod- 
uct and understands exactly what each article will do. 
She is a sales person de luxe, and does not have an 
equal as a suggestive seller. 

It is by this method of suggestive selling that she 
has raised shoe findings from a lowly and humble be- 
ginning to the place it occupies in the store today. 


l: is not enough to merely sell 
a customer a bottle of polish. If the person wants a 
twenty-five-cent bottle of polish Miss O’ Riordan ques- 
tions the exact use it is going to be put to, and what 
type of shoe it is going to be used for—and then 
sells a fifty-cent bottle of polish which will do that 
particular job better. There is always one product— 
in any line—that will do a thing better than the rest, 
and it is in knowing this angle thoroughly that has put 
Miss O’Riordan out in front and has won her so much 
commendation from her superiors. 

Then take the case where a certain article is called 
for and is not in stock. Miss O’Riordan never mere- 
ly says that the article will be in such and such a 
day. She puts her pad on the counter and says, “We 
are out of that particular item right now, but it will 
be in shortly. I’ll take your order and have it sent 
to you as soon as we get it in stock.” 

Her pencil is poised ready to write. Her words 
are not pleading or asking; she has made a statement 
and nine times out of ten she gets the order. The 
effect of the order pad and pencil, and the statement 
of “I will take your order” instead of “May I take 
your order ?” has proved over and over again to be the 
method that clinches the sale. Just an example of 
suggestive selling. 

Miss O’Riordan is one of the busiest women in the 
store. Due to her years of service and in recognition 
ef her exceptional ability she is one of a group whose 
hours are from 11.00 a. m. until 4.30 p. m., instead of 
the usual store hours of from 9 a. m. until 5 p. m. 


I. one day she handles, unaided, 


from 200 to 600 sales. In her spare moments she 
equips the counters, wraps packages and makes out 
schedules. And where at least 50 per cent of the 
sales are “send” transactions, one has need of no fur- 
ther proof of her ability and accuracy in schedule 
writing. 

The depression has affected this department to some 
extent. Sales are slightly below normal. Miss 
O’Riordan does not believe that hard times have caused 

[TURN TO PAGE 66, PLEASE] 
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Penny Profits Are Welcome—More 
Customers Mean More Contacts 


Shoe polishes, and cleaners, for all leathers and fabrics, 
in tubes, sticks, bags, bottles and cans; all colors. Shoe 
soap. Patent leather repairer. Patent leather renewer. 
Saddle soap. Neatsfoot cil. Waterproofing for shoes. 
Shoe dyes for all leathers and fabrics in all colors. Heel 
and sole dressing. Acid proof dressing. 


Shoe brushes, bristle, straight and curved backs. Wool 
polishers, wood backs. Wool polishers, pocket folding 
or traveling size. Suede brushes. Wire bristles. Rubber 
bristles. Scrub brushes. 


Shoe holders with detachable wall bracket for shin- 
ning shoes. Corn cure and pads. Foot lotions. Walk- 
straight heel pads. Heel cushions. Heel grip linings, 
leather, rubber and fabric. 


Innersoles. Leather. Cork. Sock linings. Cushion 


innersoles. 


Mules of various sorts. Shoes trees. Slipper toe trees, 
wood, metal and celluloid. Toe and heel, metal and 
wood. Full length wood. 


Sheepskin footwear for 
Dancing plates. Leather 


Spats: Men’s and women’s. 
men, women and children. 
puttees. 


Shoe kits: Liquid celluloid heel renewer. Counter 
supports. Heel plates. Toe plates. Football cleats. 
Golf calks. Copper tips for children’s shoes. 


Hose protectors. Boot bones for boning riding boots. 
Hair remover and depilatories. Toe nail clippers. Foot 
soaps. Foot powder. Foot salve. Paper slippers. Vamp 
pads. Jeweled heels. Jewelry. Garters. Felt inner- 
soles. Lamb’s wool. Cork and hair innersoles. 


Rubber boot socks. Heel cushions. Ankle supports. 
Arch supports. Heel protectors. Heel pads, felt and 
leather. Heel cushions, leather, felt and rubber. 


Heel protectors. Boot jacks. Boot hooks. Pump 


straps, leather and metal. 


Laces: Tubular, black and colors. Flat tubular, black 
and colors. Mercerized laces. Silk, both natural tip 
ends and tassel ends. Cordohyde. Leather. Rawhide 
and porpoise leathers. 


Buckles and ornaments. Button hooks. Combination 
hook and spoon. Long handle and regulation handle. 
Shoe lifts, celluloid, metal. 








FROM THE EDITOR'S ANGLE 
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It | Win, You Do More Business 


When I bet 

I take it seriously enough 

To want to win. 

Some time ago, 

You will remember, 

I predicted that the shoe industry 
Would be first of all major businesses 
To show a definite upswing. 

This was not based on 

Hopes and hunches 

But on normal expectations, 
Arrived at following a study 

Of production figures 

And measured against 

Rate of distribution. 


1929 1930 1931 


In the valley of production, October 1930 

to March 1931, shoe manufactures 

dropped below all records — but retail 

sales did not drop greatly in numbers of 
pairs sold. 


The shoe industry is fortunate 
In having Arthur B. Butman, 
Chief of the Shoe and Leather 
Division at Washington, 
Compile figures of production. 
We, the RecorpeEr, 

Take these figures 

And chart them, 

Somewhat after the fashion 
Of the tables shown herewith. 
Last week, 

On my tour of shoe centers, 

I brought with me 

Several charts 

To show the rate of production, 


Month by month 

And to illustrate 

A conclusion, and a consequence 
That seemed inevitable. 

While in conversation 

With a rather pessimistic 

Shoe manufacturer 

Who voiced the opinion 

That this year’s production 
Would be even less 

Than that of last year, 

I made a bet with him that 

As 1930’s production was 
304,169,748 pairs 

That my estimate of 1931 production 
Would be at least 

325,000,000 pairs. 

He replied: 

“Impossible, you will lose.” 

So now, to make sure of winning 
This bet 

I ask the trade to aid me 

And to exert every possible effort 
To even exceed that pairage. 
You, I know, are interested 

In: my deductions. 

Here they are: 

On Chart No. 1 note 

The biggest dip in shoe production 
That this industry has known 

In many, many years. 

At the very bottom, December 1930, 
There was only produced 
17,537,481 pairs. 

That is the lowest level since the 
Government began to 

Collect monthly figures. 

It is even lower than the worst 
Of the 1921 depression. 

In that deep valley, 

In which production for October, 
November, December, January, 
February and March dipped 
Below the normal line, 

What happened? 

Factories made less shoes 

But distribution to the public 
Continued—perhaps less 

But not deep down in pairs. 


I have had verification of this 
In past weeks study 

Of shoe store stocks. 

Many stores sold more pairs 
In units during this period 
Although in dollars, 

Business was off. 

I maintain that while that 
Deep hole in production was 
Being made, retailing was 
Continuing at a fair rate 

Of pairage sales. 

Merchants told me shoes were 
Moving and that shelves 
Were in better shape 


1929 1930 1931 


National employment has been dropping 

since early in 1929, hit bottom in De- 

cember, 1930, and now straightens out. 

The employment line is placed over the 
shoe production chart. 


Than in years. 

At the factories I also learned 

That more single pair orders 

Were received in this period of time 

Than ever before in the history of 

Instock. 

This was another indication of 

Short stocks. 

Several merchants took a time 

Inventory for me, to give me 

An idea of the newness of 

Their merchandise. 

When 70 per cent of a man’s 

Footwear stock 

Was less than six months old, 
[TURN TO PAGE 58, PLEASE] 
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'\Boftt ALL ALONG THE LINE... 


WITH PETERS FALL STYLE PARADE! 


See our new line 
before you buy 


The same smart style and built-in qual- 
ity in every pair, and at attractive 
prices. The new Peters Shoe line for 
Fall carries everything you need for 
quick turn-over and good profit. 

4 Light, graceful footwear that the 
women like—smartly tailored in the 
finest leathers to meet every style re- 
quirement of the season. 

¢@ Clean cut models for men. Shoes 
which have an easy-going swing to 
them, and the built-in wear of all 
leather construction. 

@ Smartly designed shoes for children, 
with healthful comfort and durability 
in every square inch of them. 

Feature the complete line—it has eye, 
foot, pocketbook appeal—everything! 
Write or wire at our expense for a 
salesman. 
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LISTEN IN! The “Peters Shoe Parade” 
selling shoes for you every Thursday night, 
the Columbia Broadcasting System. See 
newspaper for local station. 9:45 E.S.T.., 
8:45 C.S.T., 7:45 M.S.T., 6:45 P.S.T. 


Sf. 


$T. LOUIS 


A LINE TO US BRINGS 
OUR LINE TO YOU 


BRANCH OF 
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Neaaty 400 influential debutantes, 
as selected by Harper's Bazaar, recently sent us their favorite pair of 
shoes to be resoled with Darex Insulating Soles. They came in from all 


over the country — 34 states. 

Each pair was photographed by us and analyzed as to sectional pref- 
erences in style and construction. Pictures of a few are shown on these 
pages. 


_ Manufacturers who are buying Darex Gold Seal Shoe Cements and 
Darex Insulating Soles are offered this data to assist them in judging what 
shoes are proving most popular among smart women—what shoes will 


prove most popular in the lower price levels during the coming year. 


We shall also be glad to discuss this data with retailers who visit 


Parlor B at the Boston Shoe & Leather Fair, July 7th, 8th and 9th. 


Need we add that these debutantes and thousands of their friends are 


" going to insist on Darex Insulating Soles on the shoes they buy this fall. 
Make Parlor B your Headquarters at the Fair. 


DEWEY and ALMY CHEMICAL COMPANY 
CAMBRIDGE - MASS. 


ARE SOLES ond HEELS 
GOLD SEAL SHOE CEMENTS 


Boot AND SHOE RECORDER 7 
combining THE SHOP RETAILER, July 4, 1931 


BING 


Vw pote . 





as MEN 


FOR WOMEN 


Comrades in Design 
and Now Worn the 
World Over 


il the Big Sports Shoe for Fall 


Carry a Moccasin Pattern? 


Au the world has contributed a 
motif in footwear during the past ten years—from 
Greece the ballroom sandal; from South America the 
rope-soled Alpargato, from Switzerland the skiing 
boot and from Japan the wooden clog. Now we 
herald an American achievement in footwear fashion 
that is sweeping the world. Already we see in En- 
gland the emblem of the American Indian above the 
pattern of a moccasin. 

There is more to this moccasin than just the Amer- 
ican gesture of style. The moccasin has within it 
certain fundamentals of comfort not possessed by any 
other type of footwear. The true moccasin is, as it 
always will be a sport foot covering. The moccasin- 
pattern, as such, now appears in all types of shoemak- 
ing and in all styles from walking shoes to evening 
shoes. Perhaps no other term can be found to de- 
scribe that “U” shaped insert on the vamp which is 
hand, or machine stitched. Therefore it is quite a new 
pattern with a logical place in the scheme of things. 

We suggest the use and development of the mocca- 
sin pattern as a Winter sports shoe in all classes of 
footwear for men, women and children. Some time 
ago we said that what the trade needed was a “sur- 
prise shoe”—something that might be classified as an 


“extra”—salable to everyone’ as plus footwear. The 
new moccasin pattern effect is precisely that, and 
should be in every person’s wardrobe as a distinct and 
different shoe. Can it become a universally accepted 
Winter sports shoe? Something of that sort is needed 
to parallel the success of the Summer sports shoe 
which this year has been so universally successful. 


‘Views is something in the fitting 
values of moccasins and moccasin patterns to indicate 
a revival of toe freedom in footwear. The last appear- 
ance of toe freedom was in the historic Barry Pup last 
and pattern dating back some twenty years. No shoe 
was an easier fitter than the hi-toe last. There was 
room in the toe for free and easy fitting and the last 
carried with it considerable rocker-bottom. It was the 
best extra shoe in the history of the trade. It was 
made up in all patterns—button, lace, Blucher and 
Bal and sold to the last pair. Some of the new moc- 
casin lasts carry that same lift to the toe and same last 
bottom. 

The Blucher pattern returns with the straight moc- 
casin oxford and some of them have soft toes and 
others toe [TURN TO PAGE 64, PLEASE] 
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Playin Tunes O' Profit 
onthe Cash Register 
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The mere tinkle of the cash register 

records a single sale. But the sale of a 

single pair of Pied Pipers is the record of 
a customer permanently won. 


Exclusive construction delivers health and 
comfort advantages that raise the Pied Piper de- 
partment above the mire of price-cutting competi- 
tion. Liberal factory cooperation—adequate, prompt 
in stock service—and carefully guarded exclusive sell- 
ing arrangements make the Pied Piper proposition 
the outstanding merchandising opportunity in the 
children’s shoe business. 


Let’s talk this over. A letter or 
post card will start you toward a 
sound, profitable juvenile business. 


a i WORLDS GREATEST CHILDRENS HEALTH SHOES” 
Naathon Shoe Co; 


WAUSAU, WISCONSIN 
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Whites Lead in Summer Sales 


Will Continue Strong in Most Sections 
Through July, Recorder Survey Shows 


, ro is a strong swing toward 
white shoes for July selling, as indicated by reports 
coming from all parts of the country. In the pattern 
field pumps are the accepted dress shoe. The trend 
toward popular prices continues, but a feeling that 
lower price hysteria has about run its course is indi- 
cated. 

William B. Hogan, Yankton, S. D., writes: 

“White kid is selling best, and some caberetta in 
the cheaper shoes. Pumps will lead in styles. In- 
cluded in these are many of the spectator types, for 
semi-dress and street wear. We look for demi-ox- 
fords to run second in street and sport types. 

“The price trend will run about the same as it has 
since the first of the year. People want lower price 
footwear and expect it. Our footwear is selling down 
from $1.00 to $1.50 a pair under last season in price.” 

C. B. Mayer Shoe Co., Wausau, Wis.: ‘Whites 
will lead along with combinations of white and black 
and white and brown. We sold a considerable amount 
of white fabric slippers earlier in the season but for 
the past ten days it has swung very noticeably toward 


white kid.” Many localities report the same trend. 

Hofheimer’s, Inc. (six stores in Virginia): “Our 
business at present shows a strong demand for white 
shoes, both plain and with brown and black trimming. 
This demand, incidentally, is increasing. Blacks, 
beiges, blues, etc., are finding a gradually declining 
market. Fabrics, led by suva but with marcella cloth 
and duckalin following closely, are favored in the 
lower priced numbers. Buckskin, in combination 
with brown and with black, follows while white kid, 
principally in the plainer models, is a somewhat poor 
third. Black fabrics are active but only spasmodically.” 

Washer Bros., Fort Worth, Tex. 

“We attempt to cover the field from $10.50 retail up 
and our judgment is the demartd will be strong for 
white and light colors, mostly trimmed, and the light 
colors to be in majority of cases, fabrics as the beige 
kid situation has not been to any degree of volume. 

“Black patent leather in pump and sandal effects 
will be of good sale, as a matter of fact the only mate- 
rial and patterns that we anticipate any degree of 
business on.” 





REPORT FROM 


EVERETT, WASH. 
R. W. Manning 


PARKERSBURG 
The Regent Shoe Co. 


SPARTANBURG 
Wright-Scruggs 
oe Co. 


MADISON 
i, on eeinaae! 
ompany 


TOPEKA 
Crosby Bros. 


SAN ANTONIO 
Ben E. Weber 
TACOMA 


Pessemiers’ Bootery 





COLORS 


First, White. 

Second, Brown com- 
bined with white, 
natural or beige. 
Third, Black. 
White Fabric, 40%; 
Spectator pumps and 
oxfords, White Buck 
trimmed in brown 
and black, about 30%. 
Black and White. 

Tan and White. 
Spectator pumps very 


good. 
Some White kid, but 
fourth in volume. 


White, and 
Black. 

In sport shoes, com- 
binations of Black 
and Tan with white. 


Natural 


White 


White, first. 

White with black or 
tan trim, second. 
Beige, third. 

Black, mostly trimmed, 
fourth. 





MATERIALS 
Fabrics, kid. 


Patent leather pumps and san- 
dals, 20%. Colored kids and 
miscellaneous shoes, 10%. Col- 
ored kids are about out of the 
picture. 

White and Beige linen in plain 
and embroidered pumps and ties 
exceptionally good. 


White linen first, Natural linen 


‘| second, seasand and white kid 


about even for third. 


Linen, white linen, black and 
eggshell kid. 


Kid and linen. 


Fabrics first, buckskins trimmed 
second, kidskins third. 





PATTERNS 


Pumps, sandals, ties, 
straps. 


We believe White 
Fabric shoes and 
Spectator types will 


- well up until Aug. 
15. 


Ties, pumps, with 
straps a poor third. 


Pumps, straps and 


sandals, some ties. 


Regents first, Oxfords 
second, Straps third. 
In high heels pumps 
first, sandal straps 
second, ties third. In 
medium heels _ ties 
first, pumps second 
and straps third. 





PRICES 
Volume price, $7.50 
$10.50. 


and $8.50- 


Business has_ been 
good. $10 shoes have 
the play, $8 shoes run- 
ning next with shoes 
$12.50 up just fair. 
The price trend is for 
cheaper shoes, but 
strenuous efforts are 
made to hold volume 
at $8.50 to $10. 


Most popular prices 
will from $4.95 to 
$7.95, several dollars 
less than last year. 
Prices will go cheap- 
er. However, we will 
not cheapen our 
grades, but will still 
carry quality foot- 
wear. 


$6.00 to $10.50. 
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Here is a value which 
gives you the edge on 
competition NATURAI 


The shoe illustrated below is a typical Natural mT TTT ITA 3 
Bridge. Observe its excellence of design. Do WOMEN'S 
you see many shoes in this grade that can com- peeeumes 
pare with it—or that have such quality ma- STYLES 
terials as genuine snake trimming? The entire RETAIL 
Natural Bridge line for Men, Women and mw sae 
Children has a quality look and style appeal . p to e o 
that will amaze you. e + 


Why not inquire about the agency plan which 
has brought prosperity to hundreds of shoe MEN’S STYLES 
merchants. 


Pag sqe 
Py ase) Tr 


* 
JUNIOR 
STYLES 


“Boo 


The new Natural Bride 
consumer advertising 
RDM ee 
feature broadeasts, 


NATURAL BRIDGE SHOEMAKERS blanketing the country 


Division of Craddock-Terry Company east of the Rockies, and 
LYNCHBURG ~- VIRGINIA viving an unusual ane 


New England Distributers—Mclntosh Co., Springfield, Mass. profitable tie-up to 
Pacific Coast Branches 


cnamnecuceeee cosas agencies carrying 
San Francisco, Cal. Portland, Ore. NACL EC RAL 

New York Office—Marbridge Building 

Chicago Office—Republic Building BRIDGE 


SHOES 
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REPORT FROM 


SHREVEPORT 
Phelps Shoe Co., Ltd. 


LIMA, OHIO 
The Crawford Shoe 
Company 


CHICAGO 
Peacock Shoe Shop 


MILWAUKEE 
George R. Virmond 


CALAIS, ME. 
John R. Trimble 


WACO 
Davis-Smith 


WOONSOCKET 


Lafayette Shoe Store 


GREEN BAY, WIS. 
J. I. Hoeffel 


SANTA BARBARA 
R. T. Runkle 


VANCOUVER, B. C. 
H. G. Ingledew 


WHEELING 


Seaton Alexander 


LYNCHBURG 
Isbell Shoe Co. 


CAMDEN 
J. H. Ferris 


SALT LAKE CITY 


Jesse Thompson 


LITTLE ROCK 
O. E. Poe 


WILKES-BARRE 
Roy Walters 


LANSING 
Joseph H. Burton 


JACKSON, TENN. 
Frank Bond Shoe Co. 


BOISE 
B. W. Burnett 


YORK, PA. 
Edward Reinberg 





COLORS 
Whites, Naturals and 
Pastels. 


Light Beiges, Whites, 
Black and Brown. 


Seasand, white, 
brown and blue kid. 





BARE is siocsis 0d2 75% 
po ee ee. 25% 
Black, White, Light 
Blond, White black 
trim, White brown 
trim. 


Blacks, Dark Browns, 
Whites. 


Black and White, 
Brown and White. 


Black and dark.. 60% 
I 25 


MOE ai. % 
RA 10% 
5% 


White, plain and with 
black and brown. 


Black, Prado Brown, 
Blue, Paddock Green. 


Sand, White, Blue. 


We believe whites will 
predominate. 


All white and tan and 
black trim, seasand. 


White kid and linens, 
white and natural sea- 
sand kid. 


White. 








White and nat. linens, 
especially Suva Cloth, 
very strong ties and 
pumps, Cuban and 
Louis heels, white 
buck, brown and black 
trim. Brown trim 
stronger. 

Blacks, Browns. 


Black, White and 
Sport Combinations. 
White. 

White first, Nat. lin- 


ens second, and Black 
and White combination 


MATERIALS 
Linen, Duck and Kids. 


ent leather. 


white, kid and calf. 


Reptile, No. 4 Suede. 


Kid, calf and linen. 


Kids 
Fabrics 
Patents. 
Kid 
Linen. 


Pin seal, snake, kid and pat- 


ent. 


Kid, linens, fabrics and bucks. 


Kid, Suede, Reptile. 


Kid, Fabrics in white. 


and calf. 


Kid, Linen and Marcella. 


black. 


White kid picking up some, 
but not near as strong as linens 


and Suvas. 


Kid, Reptiles. 
Kid, linen, patent. 
Suva, Linens, Kid. 


Kid, Linens. 





third. 


Light colored kids, fabrics of 
various kinds in summer col- 
ors. Dark kids and calfs, pat- 


Natural and black fabrics. Also 
brown and white, and black and 


No. 1 Kid, No. 2 Calf, No. 3 


Assorted materials, linens, kids 


PATTERNS 


Sandals, Pumps, Step- 
ins, Straps and Ox- 
fords. 


Straps, Tie effects and 
Pumps. 


Straps, including san- 
dals; pumps of all 
types; and sport ties. 


Ties, oxfords, colo- 


nials, pumps. 


Step-in pumps, straps, 
ties. 


Pumps 
Ties. 


Opera pumps with 
Baby Louis heels, also 
sport oxfords. 


Ties running about 
60%, junior heels to 
40% high. 


Regents, straps and 


ties. 
Ties, both 


and plain. 
straps. 


spectator 
Pumps, 


Pump, strap, ties in 
sports. 


Pumps, straps and 


ties for sports. 


Straps, Pumps, Ox 


fords. 





Suva and linen cloth, trimmed 
with kid and trimmed tan and 





Pumps, sandals and 
ties. 


Ties and Pumps. 


Operas and Ties. 


Ties, pumps, straps. 
Pumps, ties, straps. 


Opera pumps and san- 
dals. 


Straps first, Ties sec- 
and, Pumps third. 








PRICES 


Three major priced 
groups, $7.50, $10.50 
and $13.50. 

Trend $10.00 and 


$12.50. Stronger trend 
toward $10 on account 
of clearance _ sales 
(which take place in 


July). 


Downward 
prices. 


An increased demand 
for lower prices. 


trend in 


$6.00 and $6.50. 


Believe that a trend to 
lower prices will be 
felt to some extent, 
although do not over- 
look the fact that we 
sell lots of shoes at 
$10 and up. 


$7.50 to $10.50 for vol- 
ume. : 


Trend down. Our 


range $8 to $11. 
Trend $6 to $8.50. 


Price trend lower. 


Price trend $8.50 to 
$12.50. 


Linens priced from $5 
to $7.50. Trade does 
not seem to want 
higher price than $7 
on linen; $10 price 
good on buck. 


Trend, $7, $8.50 and 
$10. 


Present price levels 


will not change. 


$8.50 to $10. A trend 
to cheaper merchan- 
dise. 
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VWaB folasen Sloe (2 


H... a smart Wm. B. Johnson style— 
built f&F the definite purpose of supplying the 
better class trade an attractive pattern that 
appeals to the eye, yet can be recommended lo 
give real service. 

Front and rear bumpers of genuine shark- 
skin applied to elk leather in three shades— 
mahogany, coffee tan and black. Soles and heels 
of finest grade leather. Special inbuilt features 
combined with a variely of sizes and widths 
for perfect filling. 

Salesmen are in the field with this and the 
full line of Wm. B. Johnson Junior and Sub- 
Deb shoes. The line contains interesting depar- 
lures from everyday practice—departures that 


suggest effective merchandising possibilities. 





Mciadcliuele’ ’ r Dixon, Illinots 
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‘THE INFLUENCE OF ALWAYS DEPENDABLI 
SALES WAS NEVER MORE IMPORTANT THAN 


Repeatedly 
Justifies 
Its Repeated 
Use By 


The MAYER MARTHA ' 


SHOE COMPANY 


The above quoted statement of The Mayer Martha Washington Shoe Company clearly signalizes their 
will to uphold those value factors which their customers have been taught to expect from “Martha Wash- 


ington” shoes. 
Especially so since they inform us that they are using RUBY KID 100% in all their black kid styles. 


_ This covers not only their well known turn line of “Martha Washingtons,” but also their recently instituted 
line of COMPOS issued under the same long famous brand “Martha Washington.” 


We wish them to know that their significant loyalty to Ruby Kid is thoroughly appreciated. Naturally our 
purpose is to support them and all users of Evans Leathers with the same sustained beauty, service and 


comfort features which encourage steadily repeating customers. 


JOHN R. EVANS & CO., CAMDEN, NEW JERSEY 
CINCINNATI PHILADELPHIA MILWAUKEE ST. LOUIS BOSTON ROCHESTER 
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LEATHER UPON THE ESTABLISHMENT OF REPEAT 
IN TODAY’S KEENLY COMPETITIVE CONDITIONS” 
—THE MAYER MARTHA WASHINGTON SHOE CO. 


WASHINGTON 


Milwaukee, 
Wis. 


4037—Genuine (Satin) 
Ruby Kid Re- 1 T.. Bleck Pa 
$2.60 


2015—Patent ene D’Or- 
say, AA to $2. 
ss Bai weet: 


Pe Pall ey | “a 
Kid D’Orsay, ade & 


a Blue Peerless 
Kid D’Orsay, AA a mi 


2010—Genuine (Satin) Ruby Kid 
One Strap Center Buckle, 
CH Bi ccc cceceducese $2.90 
2009—Patent Leather One Strap 
Center Buckle, AA to D.. 2.90 
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A Window That Doubled Sport 


A solid sport 
shoe window pays. 

Proof ? 

This John Ward window 
increased sales on men’s 
sport shoes 100 per cent as 
measured against last year’s 
sales for an equal period. 
Proof enough of the effi- 
ciency of the sales value of 
thé trim. For further 
proof, the sales of regular 
shoes kept up with a year 
ago. When many sales may be traced to one definite 
source, the value of that source is apparent. 

As stated this window doubled sport shoe sales for 
John Ward in mid-town Fifth Avenue. At the popular 
prices of $6.50 and $8.00, too, right in the midst 
of the high-priced shoe selling section of New York. 

To David Shearman of the Melville Shoe Corp. 
goes the credit for planning this trim. The window 
utilized was the large oval center case. It was a 
golf club locker-room scene. Six steel sections lock- 
ers not only formed an excellent natural background 


Shoe 


And Why Conditions Prevalent This 

Season Make Customers Unusually 

Responsive to. This Kind of Mass 
Display Publicity 


By HARRY R. TERHUNE 


but a logical place from 
which to drape the golf 
hose. A cut-out sign in the 
fore presented this open in- 
vitation: “To The Fair- 
ways, Gentlemen.” 

Not all of the 40 styles 
of sport shoes that the store 
carries were shown in the 
window, and not all the 
styles shown were golf 
shoes, but enough sport 
shoes were set around to 
warrant any man forming the conclusion that this 
store could and would undoubtedly supply any rea- 
sonable sport shoe need. 

Here is the train of events that is causing sport 
shoes to be the medium of increasing sales in men’s 
shoe departments this summer in the judgment of keen 
minds who are carefully watching and charting the 
trends: Very few men will wear their last year’s 
sport shoes after they have compared them mentally 
with the new shoes they have seen in the store win- 
[TURN TO PAGE 64, PLEASE] 


Sales 
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IS STILL TELLING IT 
TO THE MILLIONS IN THE 
SATURDAY EVENING POST 


Our National Advertising program 
has helped tay BOB SMART shoes 
in many of best stores throughout 
the United States. It is now recog- 
nized as the most outstanding popu- 
lar-priced line in America. 


BOB SMART will see you at 
the convention in BOSTON ... 
JULY 17, 8, 9. Hotel Copley 
Plaza. 


Bob Smart “Style Designers” have placed into the hands of 
the Bob Smart salesmen not only the keenest and smartest 
styles, but the most original in pattern designs that we have 
ever shown. 


We don’t just ask you to give the line the “once over” but 
suggest you seriously compare Bob Smart Shoes with any 
other line at anything like the price. 


If there is no BOB SMART 
agency in your district and you 


are well rated, we solicit your 
business. S KH O E S 


Our new broadside featuring 
NEW STYLES is just off the 


ele $5 and $6 


BOB SMART SHOE CO., MILWAUKEE, WISC. 


CHICAGO OFFICE PITTSBURGH OFFICE 
1604. REPUBLIC BLDG. 505 LYCEUM BLDG. 
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Summer Ads Stress Coolness 


Comfort the Dominant Sales Appeal in 
Current Advertisements of Retail Stores 


Coden and comfort are the 
dominant thoughts in the current shoe advertising. 
Fabrics and woven materials are occupying the atten- 
tion of, the copy writer as well as light weight con- 
struction and ventilated footwear. Most of the sales 
appeal seems to be centered on the “cool and com- 
fortable” arguments, as is proper during the warm 
weather. And, judging 
from advices from various 


them made to Jordan’s famous standard of perfect 
fit! Wear them for town or spectator sports .. . 
because they are as correct as they are comfortable!” 
(4 shoes illustrated at $8.50 and $10.50.) 

R. H. WHITE & CO., Boston: “We honestly 
believe these are smarter and better Summer Shoes 
than we (or anybody else) ever had for $6. The 
luckiest shoes in town— 
they’ve got everything 





centers, this appeal is just 


Filene’s Summer Shops open at Hyangis and Magnolia 


shoes should have! Fashion 





what is needed to stir up 
the buying impulse. Here 
are some examples from 
the current ads: 

THAL’S, Dayton: 
“Featuring Marcelle Cloth 
and Suva Mesh. $5.00. 
The new 1931 footwear 
fabrics for summer, pat- 
terned into smart, beautiful 
shoes. Beige Marcelle and 
Suva can be tinted free to 
match your frock. Beige 
Marcelle . . . a new soft 
distinguished material ap- 
propriate and smart for all 
occasions, All styles in com- 
plete range of sizes, widths 
AAA to A.” A very attractive fabric shoe ad. 

PAUL STEKETEE & SONS, Granp Rapips: 
“Simplicity in Summer Footwear. Special $6.50 a pair. 
Summer footwear is designed on simple but smart 
lines, giving the foot that slim appearance affected 
in modern designing. And such footwear need not be 
expensive, for you will find all the requirements for 
foot comfort and appearance in this selection of $6.50 
shoes.” 

FILENE, Boston: “Because the season is grow- 
ing whiter and whiter, because built-up leather heels 
are the comfort catch of the times—and because each 
of these shoes has a new idea! WHITE BUCK- 
SKIN with brown or black calf with patent leather, 
$7.95 (3 shoes sketched and described). 

JORDAN’S, 
cool shoes we’re ready with 4 new styles! 


“Because woven shoes are 


All of 


3OSTON : 


—the new airy sandals exclusive to Filene’s in Boston 
They look like lifesavers—the clever eye- 
lets with their lithe metal rims! They 
fect like lifesavers—the sa 80 cool 
and _ on the feet! They'te perfectly 
smooth inside—and, of course, hand- 
turnel! WHITE kid with blue or black, 


White linen with brown, red 


right! Value right! Made 
right! Comfort right! 
Sized right! Altogether 
right! And we’re not given 
to rash statements! If any- 
thing, we err on the side 
of conservatism! But when 
we saw these shoes we hon- 
estly wished with all our 
hearts that the words ‘won- 
derful’ and ‘amazing’ and 
‘marvelous’ had never been 
used before, for here was a 
sale worthy of their pow- 
er!’ (6 shoes illustrated.) 


GIMBEL’S, PHILADEL- 

pHiA, Pa: “There’s No 

End to the Uses of SPEC- 

TATOR SPORTS SHOES FOR SUMMER! 

$6.00 pair. They’re not only more popular than ever 

for actual ‘side line’ wear, but they’ve come to be 

the accepted shoe for summer—in town with light 

frocks—at the country club—for the office—and, of 

course, around a country cottage! And because they 

are so universally worn, Gimbel’s $6 Shoe Shop has 

a selection of 30 styles for you. Sketched, suva 
cloth pump.” 


WANAMAKER, Puivapecpuia, Pa.: ‘“Feather- 
weight KID SHOES, $10. Shoes one scarcely feels 
on the foot .. . so light and dainty the material. . . 
so comfortable the last . . . so perfect the making. 
Instep-buckled beige kid sandal with snakeskin appli- 
ques. Slender high heels. Pictured. Beige kid seam- 
less opera pumps, narrowly collared with gilt-picoted 
brown; a tiny bow of beige lizard and brown at front. 


or green. 
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... there is but One GENUINE 


<WAh{ fe» 


(REGISTERED) 


fyVER so often there appears upon the horizon of the shoe in- 

dustry an outstanding contribution, which, by its very nature, 
transcends everything which has previously gone before in its chosen 
field, and thus raises itself to a rare plane which usual offerings may 
never hope to reach. 


Such a unique creation is “MARCELLE”’ . . . the ARISTOCRAT of 
All Shoe Materials. 


Its soft, subdued lustre . . . its tremendous tensile strength . . . its 
almost magical adaptability to all styles of footwear . . . and its great 
economy of cost, make of “MARCELLE” the outstanding shoe 
fabric of the year ... and the years to come. 


For Fall we offer a new WATER-PROOFED MARCELLE built espe- 
cially for the rigors of inclement weather . . . in all the new Fall 
colors of course . . . Prado Brown, Paddock Green, New Admirality 
Blue, Oxide, Burgundy and our perfect Jet Black. 


Blazing an unmistakable trail of shoe progress which wise manu- 
facturers and retailers will be quick to trod... 


... there is but One GENUINE 


<HAR{ fle 


(REGISTERED) 


P. S. Retailers, look for the identification Leaflet 
packed in every box of “Marcelle” Shoes. 


A Product of 


DEAUVILLE IMPORT CORP. 


38 West 32nd Street New York City 
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Summerweight 


- SHOES 


are as necessary as 
your straw hat 


Not since the days when Summer under- 
wear was a novelty has a bright new idea 
appeared in men’s clothes like these Sum- 
merweight shoes. They’re so 'much lighter 
and easier on the feet, so much more sen- 
sible for hot weather that thousands of our 
customers are now demanding them. 


John Ward Summerweights are made with 
great skill. Leathers are selected which com- 
bine special lightness with durability. Lin- 
ings are of lighter duck; heels are made 
slightly smaller. Soles are given normal 
thickness at the point of wear, but are 
tapered toward the edges where wear is 
negligible. Sole edges are close-trimmed. 


The result is a shoe which carries much 
less weight, is airy and cool, and allows the 
foot to “breathe.” And the John Ward 
quality, at the new John Ward prices, is 
outstanding—even in times like these. 











men’s fine shoes 


Sistiary. wiEeioy Meats 

Sikes, “Seer 

ad ye hy “oe 

pd —— Ae 3, - 
Also shops in Newark snd Philadelphis 











High-arched and spike-heeled. Navy blue kid strap-slipper, its appliqued 
bands of self-material narrowly piped in linen blue. Moderate heels.” 


ARTCRAFT, PuivapetpHia: “A TRIM SPORT PUMP for that 
sport event . . . or for street wear. White buckskin and black or brown 
calf, with Cuban heel. Also in straps and oxfords. Smart, cool and delight- 
fully comfortable. $7.95.” 


OPPENHEIM, COLLINS & CO., New Yorx: “A supreme offering. 
White strap pumps with boxwood heels, $5.90. Smart—cool—easy to 
clean. Every summer wardrobe should include these comfortable shoes 

. of Duckalin smartly trimmed with kid . . . in white, or we will dye 
them without extra charge.” 


THE BROADWAY, Los ANGELEs, CaL.: “Sport shoes in white with 
tan, $7.50. You may choose a pump, a strap model or a smart oxford, as 
illustrated. Each type in soft white kid with swagger tan tipping and 
foxing. Smart Cuban heels. A perfect complement to spectator sports 
costumes. The Broadway’s low price—$7.50! Many other light toned 
kid shoes for summer wear. Also white kid; natural and white fabrics.” 


HORNE’S, Pittssurcu: “Linen shoes, $7.50. Because they are so very 
smart when worn in their original white or natural shades—and because 
they may be tinted perfectly in any pastel or darker shade you desire—linen 
shoes are quite the most favored summer footwear fashion! And authentic 
fashion reports stress both modes . . . the importance of all-white shoes 
with every costume—and the effectiveness of pastel shoes when used as 
contrast color accents, or in colors to match your frocks. The linen one- 
strap and oxford tie models may be chosen in white; the pump in white 
or natural. There is no charge for tinting.” 


FIELD’S, Tutsa, OKLA.: “Smart pumps for summer good times .. . 
and scores of other lovely shoes . . . Field’s shows a glorious array. It 
matters not what particular type of slipper you might wish for some ultra- 
smart ensemble . . . for you have only to see Field’s glorious new line 
of youthful and charming slippers and your choice will be easy . . . for 
every pair is lovely and in summer’s newest color and tropical material ! 


$5.85.” 


ROSENBAUM, Pirrspurcu, Pa.: “Buckskin shoes, $8.50. Sporty 
operas and oxfords of white buckskin trimmed with black or brown calf. 
A high heeled opera uses black patent leather for trimming. These are 
brand new Lynbrook creations.” 


SIEGEL’S, Granp Rapips, Micu.: “The loveliest New Linen & 
Suva-Mesh Footwear. Just the thing to wear with your prettiest summer 
dresses. Fine qualities, unheard of at our new low prices till we announced 
our new summer ‘Marilyns.’ $5.00.” 


EDWARDS, Attanta, Ga.: “For summer comfort Sandals. Present- 
ing sandals of woven kidskin in the season’s smartest patterns and color 
combinations. You'll like the new sandals with their wide cutout; you'll 
like the perfect balance, the snug fit at the arches and the heel that literally 
clings. Every desired color.” 


COLLEGE SLIPPER SHOPS, Attanta, Ga.: “School is out and 
‘College’ is ready! Ready ... as never before . . . with just the slippers 
you will need for every glorious summer moment . . . Models that copy 
every expensive success . .. Sizes up to 9AAA ... A variety of styles 
that makes shopping great fun. . . . Meet everybody at ‘College’.” (12 
shoes, all at $4.50.) 

These ads are typical of the present trend nationally. 
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IN YOUR WINDOW 


The 4B Sample 


sells itself 


Can you sell 


the SAME SHOE || 
In All Sizes 


\ 


VERY woman outside the preferred 4B class is entitled to the same smart-looking 
and well fitting shoe, regardless of the size of her foot. The only perfect fitting size 

in the old method of hand broken lasts is the 4B - - other sizes are bound to be something 
quite different from the original for the hand and eye cannot be depended upon for 
absolute mechanical accuracy. The Coordinated Last and Pattern system allows you to 
offer your customers all sizes from 2 to 8 that faithfully retain the true proportions given 
the 4B model by the shoe designer. Every size, therefore, actually becomes a sample size. 


If your pattern maker cannot supply you with Coordinated Patterns, 
send your 4B models to us and we will have them made for you. 


COORDINATED LASTS and PATTERNS 
~~ i a Oy Gy 2 > 2 2 2 2 2 2 2 4 4 





_ 








UNITED LAST COMPANY + BOSTON « MASS. 








miieasiciael 
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NNA-MATION SHOES are helping free the feet of the 

nation! Embodied in these ultra-smart styles for fall are 
those patented features of the Phantom-of-the-Arch construc- 
tion which make Anna-Mation shoes the foremost in their 


retail price range of $3 to $3.50. 









ASK YOUR 
NEAREST 


IN-STOCK 


WHOLESALE 
DISTRIBUTOR 
of 
a ee ee ANNA-MATION 

“ane aR SHOES 
TO SHOW YOU 
SAMPLES 





















The patent inter-locking shank which is the feature of the 
“Phantom-of-the-Arch” construction is fully described in 
a folder which is placed in each pair of shoes at the factory. 
The folder carries the above illustration. This merchandising 
help is of importance to wholesalers and retailers alike. 









Bell, Walt & Co., 
Philadelphia, Pa. 
J. H. Churchwell 
Wholesale Co., 
Jacksonville, Fla. 
Cohen Adler Shoe Co., 
Baltimore, Md. 
Dixon Shoe Co., 
Menominee, Wisc. 


Given Bros. Shoe Co., 
El Paso, Texas 


















No. w23¢—Same 7 BOO BEB cc ccescccccccccese 
No. W237—Same in brown kid...............+.. 2.10 











No. Ware—Potent, 14/8 Cel. covered Cuban Heel, 







Keehn Bros., 
Chicago, Ill. 


Mountcastle-Hill Co., 
Knoxville, Tenn. 

Lawrence M. Purcell Co., 
Denver Colo. 


Roberts & Hoge Shoe Co., 
Richmond, Va. 


H. E. Smith & Son, Inc., 
Worcester, Mass. 












Washington Shoe Co., 
Seattle, Wash. 


Zion Co-Op. Mercantile Inst., 
Salt Lake City Utah 

































» 220—Patent, 14/8 heel, rubber toplift, C. atop, 10/0 bee sete aie 
AGT EF lend elt tis , y = erausssns ss rttcecenrstsecsarsss $2.0 
. 217—Same in brown kid 
. 02 +—Patent, EEE wide, 13/8 heel. ‘ 
02 = BO 8” Se 
0217—Same in brown kid.................. 


































SPECIFICATIONS OF {PE ees. 
ANNA-MATION SHOES _]bexctoce: Beckwith's Vulco-Unii 


Upper Stock: High grade chrome tannage. 
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A PLEASURE 


oe your nearest in-stock wholesale distributor 
of Anna-Mation shoes at once. Steady, con- 
sistent, repeat business has built extra profits for 
retailers everywhere who feature this famous line 
of footwear. (Prices in the far southwest and west 
are slightly higher to compensate for extra trans- 
portation charges.) 


No. 230—Patent, 14/8 heel, rubber 
C wide 
. 23i—Same in foo ne. 
No. 232—Same in bro 
No. 0230—Patent, 13/8 gn Scie wide. 
- 0231—Same in black kid 


Bottom-stamped on every 
sole (of our own U-K- 
Tan top grade) is the 
Anna-Mation trade-mark, 
and the patent serial 
number of the ‘‘Phantom- 
of-the-Arch’’ construction. 


No. 275—Black elk, 10/8 heel, 
C wide 


U. S. Pat. 
No. 1752775 


View of the 
patent inter- 
locking shank 
—the basis of 
this famous 
son struction. 
The more 
weight is ap- 
plied to the 
arch of the 
shoe, the 
tighter the 
shank locks 
into the sole 
construction, 
and the more 
rigid the 
Support be- 
rubber toplift, 

No. 286—Same in Brown 


toplift, 
$2. 


rubber toplift, 
$2.00 


No. 285—Gunmetal and Cowide.ess- 10/8 heel, 

















Fits and Supports She ctrch 





Anna-Mation Dealer Helps— Newspaper Cuts, Window Cards, 
Bundle Wrapping Folds, Show Case Cards, ‘are available for 
retailers. 


No. aa 14/8 heel, rubber bee c 


ee. 226—-Same in black kid 
No. 227—Same in_ brown’ kid 
No. 6225—Patent, 13/8 heel, E 
ee bo mee in black kid 


No. 280—Oak Leaf and Beaver Brown elk, 10/8 
heel, rubber toplift, C wide 
No. 28i—Same in Smoke and Log Cabin Elk 


Armortred Pure Gum Soles 


CAROLINE 


No. 290—Chestnut and Beige Elk, 10/8 heel, rub- 
ber toplift, C_wide 
No. 291—-Same in Oak Leaf and Beaver Brown elk. 


ANNA-MATION SHOEMAKERS 


DIVISION, WOODBURY 


DERRY 
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Endorse Hoover Debt Move 


Illinois Merchants, in Convention at Peoria, 
Wire President Praising Moratorium Plan 


ie 18th annual 
Convention of the Illinois Shoe Re- 
tailers Association was held at Hotel 
Pere Marquette in Peoria, opening 
with supper Sunday evening, June 
21. A large number of merchants 
and travelers were on hand for this 
opening event presided over by Pres- 
ident Frank P. Meyer. The chief 
subjects of discussion turned upon 
the question of styles in women’s 
shoes for fall, the consensus of opin- 
ion expressed being that suede will be 
the favored material, used with trims. 

Black was given first place in the 
color scheme for fall, to the extent 
of fifty or sixty per cent; browns 
were second; greens, third; with 
some red and a dark grey. 

Pumps and step-ins were given 
first place in pattern; oxfords, sec- 
ond ; straps, third, with slightly lower 
heels than last season. Trims of the 
scroll design or perforations with 
underlays were most favored. 

The meeting on Monday opened at 
luncheon with James H. Stone, man- 
ager of the National Shoe Retailers 
Association, pointing out in a very 
stimulating talk that chiseling of qual- 
ity and prices had hit the depression 
stage, because manufacturers were 
finding their profits had been chiseled 
also. Mr. Stone declared that the 
large buyers must expect to pay a fair 
price and that not a few manufactur- 


FRANK P. MEYER 


President Herbert Hoover 
White House, 
Washington, D. C. 

In annual convention 
assembled at Peoria today, 
the Illinois Shoe Retailers 
Association by unanimous 
vote enthusiastically en- 
dorsed your plan to sus- 
pend payment of principal 
and interest by England, 
France, Germany, and Italy 
for one year from July Ist, 
recognizing that accept- 
ance of your plan will be 
a major contribution in 
the improvement of world 
economic conditions and 
a substantial contribution 
to a restoration of prosper- 
ity in the United States. 


Signed—Frank P. Meyer, 
President. 


The Tuesday session was again a 
luncheon affair, at which the prob- 
lems of retailers of children’s, men’s 
and women’s shoes were discussed. 
All agreed that while the retailing of 
shoes involved difficult problems, by 
comparison with other businesses it 
is an interesting game and can be 
made profitable if closely watched, 
but that the selection of styles to 
meet the whims of women involve 
the most difficulty. 

The election of officers was put 
over to January, when a meeting of 
Illinois merchants will be called dur- 
ing the National Shoe Retailers Asso- 
ciation convention. Meantime the 
present officers are carrying on. 

Forty lines of shoes were on dis- 
play at the Pere Marquette. Most of 
the salesmen seemed satisfied with 
the business placed during the con- 
vention. 


Merchants who attended 
the convention showed keen interest 
in all of the sessions and it was felt 
that, coming at this time, when re- 
tailers are in need of enlightenment 
on many problems and questions in 
connection with their fall buying and 
merchandising, the meeting proved 
definitely helpful in stabilizing the 
situation for the immediate future. 
This was especially true with regard 
to the price situation, and many ex- 


ers were showing the price chiselers the door. He 
gave the Hoover plan for a debt moratorium praise, 
predicting that it would restore confidence all along 
the line of business, and this resulted in the accom- 
panying resolution being sent to the President. 

Monday evening travelers and merchants drove 
some six miles out of town to Big Hollow Inn where 
a buffet supper was served and a four piece orches- 
tra supplied music for an entertaining party which 
was thoroughly enjoyed by the 200 shoemen who 
were present. 


pressions from retailers and manufacturers’ repre- 
sentatives were in harmony with the viewpoint ex- 
pressed by Mr. Stone that further price chiseling can 
be accomplished only at the expense of profits. 

The convention’s reaction to the debt payment post- 
ponement plan of President Hoover was particularly 
significant, this being the first important gathering of 
the shoe industry since the announcement from 
Washington. Merchants and manufacturers saw in 
the moratorium plan an important constructive step 
toward the restoration of economic stability. 
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BLUE RIBBON SHOES BLUE RIBBON SHOES 
are sewed by are lasted by 


LITTLEWAY LOCKSTITCH VISO 
process | S method 


THE LAST WORD IN LASTING 


OFF WITH THE OLD— 
The Old Way ON WITH THE NEW— The yes Way 


—Buy— 
Viso Lasted Shoes 


(1) Elimination of all tacks and 
staples. 


(2) Absence of all metal insures 
more flexibility. 


(3) Retains its original shapeliness 
when worn. 


(4) A closer connection at the 
outer edge between insole 
and outsole. 


j (5) A more even surface upon 
The metal reduces flexibility F Note how smoothly the upper 
and makes heavier edges which to attach the outsole. lays sealed to the insole. 


necessary. 


LITTLEWAY SEWED AND VISO LASTED 


This superior construction combined with our known quality of: materials 
and our reputation for authentic styles— 


WILL MAKE NEW CUSTOMERS FOR YOUR STORE— 
PRESERVE THEIR PATRONAGE AND 
RETAIN THEIR GOOD WILL. 


Ask Our Salesmen About Viso. 


Plo e Libbon Sthoomakers > In C. 


Twelfth Street at Russell Blvd. 
Saint Louis 
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Novelty 


Hose Important for Fall 


Market Seems Stabilized as 
Producers Begin Preparations 
for New Season 


The primary hosiery 
market has entered its usual 
period of summer dullness and 
activities of the producers are 
confined largely to shaping up 
plans for the fall and winter 
season. A few fall lines of 
men’s hosiery have been opened, 
and both importers and domes- 
tic makers are showing advance 
samples of women’s wool and 
wool mixed goods. Spring, 
1932, openings of infants’ sox 
which are usually a season 
ahead of the rest of the mar- 
ket, are being delayed consider- 
ably, due primarily to lack of 
interest at this time among 
buyers. 

Price cutting on women’s full 
fashioned silk goods is less 
noticeable, although buyers are 
still pressing for further reduc- 
tions. Future prices are still 
somewhat of a question. Nego- 
tiations looking toward a new 
wage scale in the full-fashioned 
industry in Pennsylvania may 
have some effect upon prices, 
although the attitude of manufacturers is that present 
price levels are not based on present wage scales. Any 
further effect on hosiery prices from changes in the 
raw silk market appears to be out of the picture. Raw 
silk is so low now, it is pointed out, that any further 
drop would make but little difference in hosiery man- 
ufacturing costs. At the same time it is felt that raw 
silk is fairly well stabilized. 


coats. and dresses. 


Mare and more, retailers 
and manufacturers are becoming convinced that mesh 
hosiery, which has played such a conspicuous part in 
the summer stocking business, is destined to play an 
equally important role through the fall and winter. 


Closely woven and well filled patterns in 
meshes should be good this fall to har- 
monize with the rought, nubby woolens in 
Here is a new one of 
this type from McCallum. 


Despite unverified reports of 
price cutting on full-fashioned 
meshes, the fact remains that 
meshes, proportionately are 
more active and more profitable 
than any other types of stock- 
ing at present. 

Some advance orders from 
large merchants for medium 
sized meshes in fall colors have 
been placed for early fall de- 
livery, and wool and wool mixed 
meshes, mainly of foreign 
origin have been bought in 
rather generous quantities by a 
few of the high style retail out- 
lets. 

The more generous use of pin 
seal, pig and other “grained” 
leathers in women’s shoes for 
fall, and the continuation of 
rough weaves in women’s gar- 
ments give mesh hosiery an 
added opportunity this fall on 
the basis of fashion. 

Many of the new fall meshes 
are of rather closely woven de- 
sign and heavier than the sum- 
mer nets. Light weight wool 
and wool mixed meshes look like logical fall succes- 
sors to the lisle meshes of this summer. 


History is following 
its usual course in relation to the lace weld stocking, 
which in addition to providing a stimulus to busi- 
ness has become the subject of litigation. Shortly 
after the introduction of lace welts on a large scale 
threats of patent infringement prosecution became 
prevalent. A new twist to the situation is now seen 
by the filing of suits in New York and Philadelphia 
against the company claiming patent rights and one 
of its licensees, asserting the monopoy claims are un- 
sound and form a conspiracy to prevent other ho- 
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siery manufacturers from producing lace topped 
stockings. An injunction against further patent in- 
fringement suit threats and damages are asked in 
the suit. 

In the meantime, lace tops along with meshes are 
providing most of the activity in both the retail and 
primary hosiery markets. 

Competent observers in the hosiery market are 
inclined to think that lace tops will repeat the history 
of grenadines—that litigation will not result in the 
establishment of a monopoly and that new methods 
of making lace tops will be developed and will come 
into market wide use. 


Evaremaly ruthless price cutting 
in hosiery has at last forced a renewed effort to clean 
up the problem of sub-standard merchandise. Two 
strong efforts over a period of years to obtain a 


market wide public designation of irregulars as such 
have failed. One was fostered by the Better Business 
Bureau and the other by the Hosiery Distributors In- 
stitute, which sought to meet the problem by a dis- 
tinct marking of first quality merchandise. The latest 
move comes from one of the largest producers of full- 
fashioned goods, who announces that all irregulars in 
its production from now on will be so marked, the 
word “irregular” being stamped indelibly on the foot 
of each stocking. 

It is no secret that unscrupulous retailers and chain 
stores seem to be more flagrant in this than indi- 
vidual merchants, have been paying better than mar- 
ket prices for irregulars that were not so marked. 
The company that now proposes to mark its irregulars 
estimates that it will lose around $100,000 on the sale 
price of its irregulars because of the new policy. 
However, it expects the demand for regular mer- 
chandise to be stimulated. 





Darker Shades for Fall Hosiery 


7. new shades will be shown on the 1931 Fall Season Hosiery Card to be 


issued shortly, it is announced by the Textile Color Card Association. 

The Association, in creating these shades, has not only considered their fashion 
importance, but has coordinated them with the colors promoted by the apparel 
trades. The hosiery colors also coordinated and with the official shoe and leather 
shades selected by the Association in collaboration with the Allied Shoe and Leather 


Industries. 


Following are the ten new hosiery shades: 


TAHITI 


A warm light brown, especially smart with the Biskra Brown 
costume, but harmonizing as well with coats in the darkest 
brown, Afrique. 


NEGRITA 


A rich deep brown, the darkest of the new hosiery colors, 
coordinating with the Afrique or Annamese Brown costume 
and Madeira Brown or Prado Brown shoe. 


INDOTAN 


A subtle dark tan with a metallic cast, chosen particularly 
as a complement to the Kiltie Green costume and Paddock 
Green shoe. This shade is likewise smart with dresses in 
Amberton or Algérie, the new rust hue. 


MOONBEIGE 


A dark greyed beige especially chosen for the Vintage or 
Malaga Red costume, but harmonizing as well with blues in 
the range of Admiralty and Blue Marine, requiring the shoe 
in New Admiralty Blue. 


TROPIQUE 
A warm beige with a slight blush cast, selected to harmonize 
with the new rust shades, such as Algérie and Maroc, as well 
as with ruddy browns like Dahomey. 
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PASEO 


A medium golden beige, to complement the more vibrant 
dress shades, such as Tropic Green, Colonial Red and Yankee 
Blue. This shade is also a smart evening color with white 
or more animated hues, including Lapis Blue, Fruit Green or 
Congo Orange. 


SMOKETONE 
A fashionable new version of gunmetal with a smoky cast, as 
its name indicates—especially appropriate with the costume 
in black, Vintage and Malaga Red or Bleu Marine. 


INTERLUDE 
A light beige with a blush cast, suitable for formal afternoon 
and evening wear. 


AMOUR 


A delicate flesh nuance for evening wear, with tinted whites 
or pale pastels. 


MATIN 


A dark greyed beige, which because of its neutral cast, is 
equally smart with various costume shades, including the 
vintage reds, navy, greens and black. 


The following shades from past seasons, which still maintain their 
fashion value, are recommended for continued promotion: Matinee, 
Nubrown, Putty Beige, Sandee, Tanblush, Tendresse, Beige Clair, 
Brownleaf, Bahama, Duskee, Nightingale, Promenade, Rendez-Vous, 
Sable, Plage, Lt. Gunmetal, Grain, Gunmetal. 





MESHES 


owe t 
we 
a 

' < 
105 
sheet * 438 

Phoents ue 

bee 


queer 


» a for mesh, net or lace hose 


is expanding and more and more leaders in the trade are swinging to the 
idea that they will carry through into the fall season. The immediate out- 
look for small patterned meshes in silk or cotton, for the summer season 
is extremely good, in fact, reports from various sections of the country 
indicate that meshes are supplying a great portion of the current hosiery 
activity, without being subjected to severe price cutting. 
The mesh idea has seeped through to anklets as well and has been applied 
largely to children’s hose, and even to men’s sox. 
Along with meshes, which might fall into the novelty stocking classifica- 
tion, go lisle hose, which have bobbed up as a high style factor. Most of 
the fine lisles offered so far have 
been of foreign origin, but many 
of the American producers have 
now entered the field with fine 
lisles, which compare favorably 
with the imported merchandise. 


Meshed twice—a diamond 
mesh lisle stocking and a 
fancy mesh sport anklet— 
an ideal combination. Both 
from Alix De Wallou. 


A new mesh in oatmeal ef- 
fect which also carries a 
French clock for added dis- 
tinction. From McCallum. 


in Gear 


A few of the many good ads 
that carry the message of 
meshes to the public. 
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FIFTY 
DOLLARS 
REWARD! 


—for a New Name 


We want a new name for our wonderful line of women’s 
$5 and $6 retailers — a line consisting of some eighty-odd 
different numbers of daintily styled, light, flexible McKays. 


The name should be one that typifies as nearly as possible 
the character of the shoes, which are attractively designed 
and quality built. It should not be suggestive of the retail 
price, and must not be a name that is already copyrighted 


or now in use. 


Give this new line of shoes a name, and if adopted, we'll 
give you $50. This contest closes July 25th and all eligible 
entries must be postmarked before midnight of this date. 
_If more than one contestant submits the winning name, the 
full reward will be paid to each of them. Send in as many 
suggestions as you like, but be sure to have your name and 


address plainly written on the paper, and mail it to 


Advertising Department 


ROBERTS, JOHNSONS RAND 


Branch of INTERNATIONAL SHOE COMPANY 
ST. LOUIS, MO. 
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TRIMMED « « 
PERFORATIONS 


Cool, ventilated footwear, with eyelet- 
trimmed perforations, is the fashion highlight 
of the Summer season. Shoe designers have 
created a variety of novel designs with eyelets 
that are striking in their beauty and startling 
in their smartness. The neat, lustrous surface 
of the Diamond Brand Invincible Eyelet gives 
the shoe that desired, well-tailored appear- 
ance, Shoes fitted with these eyelets assure 
foot comfort because of the smooth, roll-back 
setting ... Eyelet-perforated footwear, belts, 
and handbags complete the up-to-the-minute 
sports ensemble. Eyelets are available in a 
variety of styles and in colors to harmonize or 
contrast with every shade of leather or fabric. 





UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS 





Shoes by The 
Stone Shoe Co. 
New York City 





DIAMOND BRAND 
e Visible « 
FAST COLOR EYELETS 
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NATIONAL NEWS 


>» HOW’S BUSINESS? ¢ 


Chicago Factories Busy 


CHICAGO — June business is gratify- 
ingly good with Cole, Rood, Haan & 
McGregor, makers. of Selz shoes for 
men. 

“We sold as much in the first half of 
June as we did all last June,” said C. T. 
Cole. ‘We have operated every day 
since the 29th of December and the 
business on hand is sufficient to create 
difficulty in providing for vacations. 
We are quite sanguine with regard to 
the outlook for the balance of the year. 

“White bucks have been the outstand- 
ing sellers with us for the past two 
months, and it looks as if they will 
hold up very well for another month. 
They are good in both biack and tan 
trims, with the black predominating. 

“What fall business we have taken 
up to now shows wing tips more in de- 
mand than formerly. Apart from these, 
fancy patterns are out. The plain 
tailored style is the thing. We’ve sold 
some Scotch grains, but note a marked 
tendency toward heavy grains other 
than Scotch, which permit of more mel- 
lowness in the leather.” 

Maurice Margolin; of Margolin Shoe 
Co., states: “We are ahead of ’31 on 
volume of sales in dollars to date and 
the business momentum looks good. 

“We are now making the longest line 
we ever had, far more daintily styled, 
and have effected a vast improvement 
in the quality of the shoes. We have 
not dropped to lower price levels. We 
are satisfied that grading up on quality 
rather than down on price has proved, 
for us, the best way of meeting current 
conditions. 

“Black-and-white and plain white are 
the selling colors with us now. In 
the materials, linen leads and kid comes 
next.” 


Good Sales Gain 


CoLumBus, OH10—The Miller Jones 
Co., subsidiary of the H. C. Godman 
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SATURDAY, JULY 4, 1931 





Co. which operates 162 retail shoe 
stores throughout the country, reports 
that sales for the first six periods of 
the year ending June 13 were 22 per 
cent above the corresponding period 
last year. When sales of stores which 
were in existence during both periods 
are considered, there was an increase 








ROMANCE IN STORE 








Houston, Tex.—When Jerome H. (Dizzy) 
Dean dropped into the Paul’s Shoe Store a short 
while ago to make a purchase, he was served by 
Miss Patricia Nash, hosiery saleswoman. 

Dean was so attracted by the winsome young 
woman that he immediately effected an intro- 
duction. 

A quiet wedding on June 15 was the cul- 
mination of the chance encounter. 

Dean, who won national recognition in base- 
ball circles as a member of the St. Louis Car- 
dinals last season, is star twirler for the Houston 
Buffalos this season. 








ae 


| wage reduction. 





EVERY WEEK 





of 4.45 per cent in sales volume. Dur- 
ing the past year 18 new retail stores 
have been established. Fred A. Miller, 
president of the H. C. Godman Co., 
announces that orders booked for the 
fall season since the 91 general line 
salesmen took the road late in May 
have been 12 per cent ahead of their 
quotas. The sales division showing the 
greatest gain over quota is New York, 
Chicago is second and the Columbus 
division third. 


Brockton Wages Cut 


BROCKTON, Mass. — Reductions in 
piece work prices in Brockton averag- 
ing approximately 7 per cent are au- 
thorized in the decision of the State 
Board of Conciliation and Arbitration 
announced last week. Brockton manu- 
facturers had applied for a 10 per cent 
reduction. No change was made in day 
wages. 

The chairman of the board, Edward 
Fisher, stated that Brockton is prac- 
tically the last shoe center of the State, 
if not the entire country, to seek a 
Practically all other 
shoe centers, he said, have made such 
reductions either through agreement or 
otherwise. 

Inasmuch as the entire theory of ar- 
bitration, Chairman Fisher continued, 
is based on comparison of prices and 
conditions, the board could not ignore 
outside changes in considering the 
Brockton application. He further stated 
that he is of the opinion the reduction, 
which he described as a modest one, 
would aid the Brockton manufacturers 
in maintaining present business. 


J. & K. Loss 

CINCINNATI—Julian & Kokenge Com- 
pany reports for the six months ended 
April 30, 1931, net loss of $67,725 after 
charges, compared with net profit of 
$36,264, equal to 19 cents a share on 
182,070 no par capital shares, in the 
corresponding six months of the pre- 
vious fiscal year. Sales totaled $2,026,- 
075, against $2,660,104. 





The Heel for the Man Who Cares 


The discriminating man prefers U/C Cushion 
Heels on his shoes. Their neat appearance gives 
shoes an added touch of smartness. The scientific 
“cored” construction preserves the style lines of 
the shoe longer. Their cleanliness (no holes to 
carry gravel indoors) appeals to the fastidious. 


Look for the 


ua D” 


MAKES ANY GOOD SHOE BETTER 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


Boot AND SHOE RECORDER - 
48 combining THE SHOE RETAILER, July 4, 193t 





Rand Optimistic 

St. Lovuis—Net income, after all 
charges, of the International Shoe 
Company for the six months ended 
May 31, 1931, is reported at $4,513,- 
832, equivalent to $1.12 a share on 
the common stock, compared with $6,- 
871,793, or 1.75 a share, for the cor- 
responding period of last year. 

Net sales for the six months’ period 
just closed amounted to $42,409,268 
against $51,741,105 for the same period 
a year ago. 

In the financial statement just 
issued, covering operations for the 
last six months, inventories have been 
cut from $33,127,000 a year ago to 
$23,470,000 at present, the bulk of the 
inventory reduction being in finished 
merchandise. 

In a statement accompanying the re- 
port, Frank C. Rand, chairman of the 
board, said: “The first half of last 
year was more active than the latter 
half. It appears that conditions will 
be reversed for 1931. Our factories are 
now on a higher basis of production 
than in June, 1930, with conditions 
pointing to a substantially larger pro- 
duction for the second half of this 
year than for the latter half of 1930.” 

In a letter to customers, dated June 
25, announcing lower prices, Mr. Rand 
said: “The lower market for hides and 
skins has given to us the opportunity 
to make our shoe price conform at- 
tractively to the needs of our cus- 
tomers. On the basis of these lower 
prices applied to our line as a whole, 
the average price per dozen pairs of 
shoes is about 17 per cent below that 
of a year ago. This decline in aver- 
ages results from reduction in prices 
and from a tendency to buy lower 
grades. It seems probable that any 
revival of buying activity would be re- 
flected in hide, leather and shoe prices. 

“Since Dec. 1, 1930, to date, orders 
received by our company have shown 
an increase of more than 72,000 pairs 
per day over the similar period of last 
year. This is interpreted as showing 
a more satisfactory condition and 
healthier outlook among retailers than 
is commonly accepted.” 


Sports Gain 73 Per Cent 


Cuicaco—Sales of men’s and boys’ 
sport shoes by the Melville Shoe Cor- 
poration through its Thom McAn stores 
show an increase of 73.8 per cent up to 
June 13 this year compared with the 
same period for 1930, according to 
Ward Melville, president. The number 
of pairs sold this year totaled 305,229 
against 175,964 in 1930. 

Other divisions of Melville’s outlets— 
namely, Rival, John Ward and Traveler 
stores—also are registering gains in 
volume sales. Total sales of men’s and 
boys’ shoes sold to June 13 by all Thom 
McAn stores aggregated 2,222,411 
pairs, an increase of more than 9 per 
cent over the same period in 1930. 
According to the president, the com- 





pany’s plants are all working overtime. 
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Chicago Buying Shoes 


Cuicaco — Aided by warm weather 
and a slight improvement in the un- 
employment situation, Chicago retail 
shoe stores during the past week were 
able to turn’in sales totals approxi- 
mating those for the same period of 
last year. 

G. W. Lindner, manager of the north 
side Walk-Over store, said: “The pres- 
ent business outlook is very encourag- 
ing. It is remarkable what a strong 
comeback there has been in the past 
three or four weeks. Fabrics are un- 
questionably the big seller, but we have 
noticed an exceptionally big demand for 
men’s and women’s sport shoes, partic- 
ularly in the black and white combina- 
tions.” 

According to this shoe man, they 
can’t get enough white and light beige 
shoes. He anticipates that the call for 
this sort of summer shoe will be quite 
sustained this year. 

Incidentally, Mr. Lindner takes quite 
an extraordinary view of the numerous 
bank failures in the Chicago area. 

“Tllogical as it may sound,” he says, 
“the closing of the many banks has 
helped the shoe business. At least, that 
is my opinion based on my own expe- 
rience. I have encountered any number 
of customers who have told me that the 
only reason they are buying is because 
they have some ready cash and are 
afraid to entrust it to the banks. So 
they are putting this extra money into 
shoes and other wearing apparel which 
they put off buying as long as they 
felt their money was safe in a bank.” 


Competition Keen 


PHILADELPHIA— The _ fall season 
should produce a good volume of busi- 
ness, in the opinion of Gene Collins, of 
Buek & Co., Thirty-sixth and Filbert 
streets, this city, but the competition is 
going to be keener among the manufac- 
turers, and firms are going to fight 
harder than ever for their business. 

“Our spring season was very good,” 
said Mr. Collins, “‘and we intend to get 
our share of the fall volume.” 

“During the week of June 22 we are 
displaying our new fall line in New 
York City, at the Hotel McAlpin, and 
we are going to show some fine new 
models. Orders should start to roll in 
about the second week of July, and I 
expect things to begin the upward 
trend at this time.” 

Mr. Collins expressed his personal 
opinion that shoes retailing above the 
$12.56 mark are going to find a slim 
market this fall. 


Ohio Leather Busy 


GIRARD, OHIO—Directors of the Ohio 
Leather Company have declared a $2 
dividend on account of arrears on the 
second preferred stock, at the same 
time announcing that the company’s 
business is better than for several 
years, current operations being 80 per 
cent of capacity. 
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An opportunity to attract the 
Girl Scouts, Campfire Girls, 
Y. W. C. A. organizations, all 
young women interested in the 
great outdoors. 


DUDE, RANCH 


“OUTDOOR SOG TWEAR 
for Well Dressed Girls 


Six excellent numbers with great sell- 
ing possibilities. 
Positive unequalled values. 


A chance to make a wonderful display 

in your. windows and showcases. 

In Stock service—complete sizes and 

widths. 

Beautiful folders in four colors show- 

ing complete line of Dude Ranch— 

printed with your name and address— 

for enclosing with statements, for gen- 

eral mailing, for wrapping with pack- 
ages—$5.00 per 1,000. 

Free newspaper ad suggestions. 

Free mats and cuts. 


Free attractive signs. 


61%” Camp Boot Style 308B 


Light Smoke Elk, lined rt Gristle 
sole and heel. 


IN STOCK 

3% to 8 AAA 
3 to8 AA-A 
2% to 8 B-C 


$3.25 


14 inch Boots $3.85 and $4.00 
3 Oxfords at $2.60 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
AURORA MISSOURI 





WHERE TO BUY 
Men’s Shoes 








“A MAN’S DECISION” 


THE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 











(@).. A. PACKARD CO., Makers (P) 
BROCKTON —___, 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 

















* 7 


“HIGHEST GRADE ONLY” 


EAST WEYMOUTH,MASS. U.S.A. 








In Stockh Service 
F, M. HOYT SHOE CORP. 


15 stvies§ 
RETAIL 


8p 5°6. Manchester, N.H. 








» ABOUT PEOPLE ¢ 


Thomas S. Childs Dies 


HOLYOKE, Mass.—Thomas S. Childs, 
founder of the Thomas S. Childs, Inc., 
shoe store here, died in the Holyoke 
Hospital, Tuesday, June 23. He was 
in his 65th year. Flags on City Hall 
and on the High Street stores were 
ordered at half mast by the Mayor. 
Funeral services were held from the 
home, with these. associates in his 
stores acting as bearers: D. F. Geran, 
A. P. Beauchemin, D. R. Young, T. V. 
Miner, A. Bellefeuille and G. Meunier 
from the Holyoke store, and O. C. Mar- 
tin and R. M. Martin from the Sim- 
mons store in Hartford. 

Mr. Childs received his early urge 
for the shoe business from his father 
who conducted a wholesale leather 
house in Worcester, so by the time he 
came to Holyoke in 1890 he had be- 
come a master judge of leathers. He 
established himself in the retail shoe 
business by buying the C. A. Corser 
Shoe Store. Several years ago he 
acquired an interest in the W. G. Sim- 
mons business and recently bought the 
property outright. His son Benjamin 
has been conducting that store. 

The Holyoke Transcript said of Mr. 
Childs: 

“His rise to leadership in the civic, 
philanthropic and mercantile life of 
Holyoke has been one of the most color- 
ful of stories of personalities in 
Holyoke’s history. 

“Mr. Childs was an intense worker, 
and could always be found on the floor 
selling shoes, meeting customers, or 
doing any kind of detail work. No 
task was too small in the store for his 
attention. 

“Through his persistent effort and 





James F. Olmsted Passes 


RocHESTEeR, N. Y.—James F. Olm- 
sted, well known Rochester shoe man, 
died last Thursday at his home here 
after a three years’ illness. He is 
survived by his widow, Cora Magill 
Olmsted, his mother, Mrs. Cornelia 
Field Olmsted; a brother, Edward P. 
Olmsted; two sisters, Katherine and 
Louise Olmsted. 

Mr. Olmsted was president of James 
F. Olmsted & Co., shoe merchants, with 
a leased department for many years in 
the McCurdy Store. After he was 
taken ill, the health of his partner, 
Miss Nellie German, also failed, and 
the department was taken over by the 
McCurdy Company, which has since 
conducted it. 

Seeking relief at Rochester, Minn., 
for cancer of the throat, after several 
months’ treatment, Mr. Olmsted was 
pronounced cured. The trouble re- 
turned, however, and he had suffered 
for more than a year previous to his 
death. 


THOMAS S. CHILDS 


high integrity, he has established the 
name Childs as a byword for shoes in 
this city. His store is known through- 
out the land, too, for Mt. Holyoke Col- 
lege and Smith College girls have fre- 
quented the shop for over 40 years. 
Mr. Childs on his many travel trips 
would always meet someone who had 
been in his store or knew of it through 
friends.” 

Aside from his prominence in the 
civic life of his own community, Mr. 
Childs was active in the State and 
national associations, and was often 
a speaker on convention programs. He 
returned recently from a trip to Mon- 
tevideo, Uruguay, where he visited his 
coldest son, who is in the diplomatic 
service. 

Besides his widow, 


Mr. Childs 





leaves three sons. 


s 


Mr. Olmsted’s early shoe experience 
was in the old store of Gould, Lee & 
Luce, 10-14 State Street, where he re- 
mained many years. From there he 
took the management of the shoe de- 
partment in the Duffy-Powers Store, 
and a year later entered into business 
at the McCurdy Store. 

Mr. Olmsted was an active member 
of the Rochester Retail Shoe Dealers’ 
Association, and at one time was its 
president. President William Pidgeon 
appointed a committee composed of 
Don J. Burke, chairman; Philip Leck- 
inger and Harry H. Phelan to take 
appropriate action on the death of 
their former associate. 

The funeral was conducted Friday 
morning at the home and later at St. 
Monica’s Church. Bearers were Wil- 
liam Pidgeon, Harry A. Chase, Edward 
Freckleton, James J. Nugent, William 
Farrell, of Rochester, and Charles 


Kennedy of Buffalo. Burial was in 





Holy Sepulchre Cemetery, Rochester. 
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HOTEL 


VICTORIA 


7th AVENUE AND Slst STREET, NEW YORK 


LARGE SAMPLE 
ROOMS FOR SHOE-MEN 


This hotel is well liked by the important 
men in the shoe and leather industry. 
Located on Seventh Avenue, corner 5lst 
Street, virtually the heart of New York. 


1000 LARGE ROOMS 


Each with Private Bath, 


Ice Water, Servidor 
AND RADIO 


FREE GARAGE FOR PARTIES OF 
TWO OR MORE 


Rates from $3 Daily 


S. J. MitcHeti, Manager 














Welcome to 
New York and 


Ne ROTEL 


(@VERNOR 
C@INTON 


OPPOSITE PENNSYLVANIA R. R. STATION. 


a2aceae 


_ The Hotel with 
REASONABLY PRICED 
SAMPLE ROOMS FOR 

SHOE MEN 
leasant rooms each with Servi- 


th, circulating ice water and 
radio provisions. 


1200 
dor, 
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Suagest 


PEE-CHEE 





(> PEE- HEE 
| 

OWHITE ¢ 
CLEANER 


L=z 


SHAKE WELL Usinc 





DOES COVER, BUT 
ACTUALLY REMOVES 
DIRT AND GREASE. 
SOFTENS AND PRE- 


i... white and col- 


ored shoes more popular 
than ever before—ener- 
getic merchants’ every- 
where are stepping up 
their profits with Pee-Chee 
Shoe Cleaning Prepara- 
tions. Pee-Chee has a well 
established consumer de- 
mand—and is satisfying 
more users every day. 


SERVES LEATHER AND 
CANVAS. DOES NOT 
MAT THE NAP ON BUCK 
AND SUEDE. 

CONTAINS NO ACIDS 

















Tell your sales people to suggest a Pee-Chee prod- 
uct with every purchase—you’ll be surprised how 
many of your customers want Pee-Chee, when you 
bring it to their attention. 


Pee-Chee White is thoroughly reliable for clean- 
ing all types of white shoes. It does more than 
cover up the dirt—it actually removes it. 


Pee-Chee Kid Glaze is a special preparation for 
cleaning and polishing white calf or kid shoes. 


Pee-Chee Neutral Creme is increasingly popular 
for keeping black and colored kid shoes well 
groomed. It also cleans and polishes snake and 
other reptile leathers successfully. It’s safe to use 
on the most delicate colors. 


Let Pee-Chee Preparations help satisfy more cus- 
tomers for you—and don’t forget that all Pee-Chee 
Products are full-price, full-profit items. 


Order from Your Jobber 


THE PEE-CHEE CLEANER MFG. CO. 
Cleveland Ohio 


Pee-Chee 


WHITE SHOE CLEANER 





Kid Glaze..... Neutral Creme 
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WHERE TO BUY 


Women’s Shoes 





Shere ee 
Bafale, N. Y. 


aroce 





wy soux 





Ultra Smart Sandals 


Quality 
Best Coler Predominates 
Combinations. 


Unusual 
Profits. 


Write 
Direet. 


BIARRITZ SANDALS 
120 West 30th St., New Tn ae City 








HAND TURN PUMPS 








IMPORTED SANDALS 


Pajamas and Braided 
All White— 
White and Black 


Priced 


Irwin W. David 
THE R. STERN CO. 











303 Fourth Ave. 


WHERE TO BUY 
Slipper Ornaments 





Pompons BOWS Ornaments 


of Every Description f. 
Boudoir Slippers 

The right merchandise at the right time 
Selid ecolers in stock—samples on request 
HY-GRADE aie, SUPrLY Co. 
603 Broadway York Oity 














 ————————————————————_—— 


Studies Fashion Trends 
on the Coast 


Madame Hamilton Jeffries, fashion editor 
of Boot and Shoe Recorder, has been spend- 
ing the month of June on the Pacific Coast, 
where she attended the convention of the 
Pacific Northwest Shoe Retailers Associa- 
tion at Portland, also visiting Seattle, San 
Francisco, Los Angeles and other fashion 
centers of the Coast. She has made a de- 
tailed study of shoe style trends in that 
locality. 

Madame Jeffries was one of the speakers 
at the Pacific Northwest convention in Port- 
land. She also addressed a gathering of San 
Francisco shoe merchants at a luncheon 
meeting held in her honor at the Hotel St. 
Francis, June 19, and spoke at group meet- 
ings of the trade in various other cities 
which she visited on her tour. 

On her way to and from the coast, 
Madame Jeffries visited Chicago, St. Louis, 
Kansas City and other places. 








Bolt Leaves Palace 


Kansas City, Mo.—Leo Bolt, who 
opened up the Florsheim department 
at the Palace Clothing Store here a 
year ago, has accepted a position in 
the shoe department at Harzfelds. Mr. 
Bolt went to the Palace from I. Miller 
& Sons. 

E. W. O’Reilly takes the place of 
Mr. Bolt. He comes from the Flor- 
sheim store in Minneapolis. 


Harry Davis Promoted 


New ORLEANS—Promotion of Harry 
Davis, general manager for the past 
four years of Jacobs Brothers’ Walk 
Over Shoe store, to be zone manager 
of Zone 9 of the Walk Over territory, 
was announced this week. Zone 9 in- 
cludes the cities of Fort Worth, Dal- 
las, Houston, Memphis, Atlanta and 
New Orleans. 


Marsh Recovering 


AKRON, OHIO—G. C. Marsh, presi- 
dent of the Wagoner & Marsh Shoe 
Store here, has recovered from an 
operation which he underwent at 
Christ Hospital, Cincinnati, and will 
soon return home. His condition is 
satisfactory. 


Schaefer Changes 


CoLuMBus, OHI0—Charles W. Schae- 
fer, who was formerly manager of the 
women’s and children’s shoe depart- 
ment in the John M. Caren Co. depart- 
ment store, has joined the staff of the 
shoe department in the Fashion as as- 
sistant to Manager Joe M. Ryan. 


Call Discontinues 


FREEPORT, Pa.—Joseph Call, for a 
number of years engaged in the retail 
shoe trade here, has discontinued busi- 
ness. 
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Opens Second Store 


Kansas City, Mo.— E. W. Leeman 
has just opened his second Main Street 
store. This store is located at 900 
Main, and the Walter Booth shoes for. 
men will be the only line shown. J. H. 
Manning is in charge. He was for- 
merly connected with the Cooper Shoe 
Store here and before that was with 
Carlat’s for thirteen years. 

Mr. Leeman recently purchased the 
Royal Shoe Store, 936 Main, and is 
manager of the Cooper Shoe Store at 
11 E. Twelfth Street. 

The new Leeman store occupies the 
storeroom formerly used by the J. E. 
Biles Shoe Company. 


Joins Edison Bros. : 


St. Louis, Mo.— Edison Brothers 
Stores, Inc., announce the connection of 
Alfred Clifton with their company, as 
associate buyer and merchandiser of 
shoes. Mr. Clifton was formerly as- 
sistant buyer and merchandise manager 
for O’Connor & Goldberg, and Mailing 
Bros., Chicago, and also for John Ir- 
ving Stores and Willson Shoe Stores in 
Boston. 


Dissolve Partnership 

MEADVILLE, Pa—The partnership 
existing between A. B. Cotton and E. 
M. Loughney, under the firm name of 
Cotton & Loughney, retail shoe mer- 
chants at 945 Water Street, Mead- 
ville, has been dissolved by mutual con- 
sent. Mr. Cotton retires and Mr. 
Loughney will conduct the business at 
the same location in the future. 


Twin City Changes 

St. Paut—H. D. Emeott has been 
appointed manager of the shoe de- 
partment at Browning, King & Co. 
store, Sixth and Robert Streets. Until 
recently he was manager of the St. 
Paul Cantilever store. 

Maurice Braman, formerly of a well 
known shoe store at Nicollet and Sixth 
Streets, Minneapolis, has _ returned 
after long absence and has taken the 
management of the Browning, King 
& Co. shoe department, Minneapolis. 


Lambert Store Closing 

IRONTON, OHIO—Announcement is 
made that the Lambert Shoe Store 
which has been operated here by Cal 
and Con Lambert for several years 
will be discontinued. The Lambert 
brothers some time ago opened a higher. 
priced shoe store in Ashland, Ky., 
which has increased in volume to the 
extent that the owners will devote their. 
entire time to that store. 


Brittain Succeeds Dudley 
Kansas Ciry, Mo—E. Brittain suc- 
ceeds Jack Dudley in the Collegiate 
Six department at Kline’s. Mr. Brit- 
tain has been associated with the Mel- 
ville Shoe Corporation at Joplin, Mo. 
Mr. Dudley went to Tulsa, Okla. 
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“TAKE THE UNCERTAINTY OUT OF 
WOOD HEEL MAKING” 




















THE NEW MEARS 
ACCURATE MONOSPOOL 


nN MECHANICALLY SPOOLED 








OTHER TOPS 


“Take the uncertainty out of wood heel making,” HAND SPOOLED 


was the order given the inventors and operating men of the 
Mears Company. And in spite of extreme price competition 


by heel manufacturers who don’t realize what uniformity AMD 
means to shoe manufacturers, the Mears Company has gone 
steadily ahead, doing more business every year, including e 


this year, reducing prices as fast as costs make this possible, 
and making real contributions to development. In fact, al- THE AUTOMATIC SPOOLING 
(or Rounding) MACHINE 


most all the basic improvements which have been made are 
Upto now rounding (or spooling) 


Mears made: 
FIRST: Perfecting the turning-machine to make accurate of tops has been done by hand, 
the corners have been “knocked 


duplication of heel profiles possible. 
off’, and no matter how skilled 








SECOND: Perfecting automatic groovers to make the 
breasts of heel blocks uniform and accurate without any of 
the variation present in hand scouring methods used by 
others. 


THIRD, ‘and so on: Dozens of minor but important im- 
provements or inventions in grading, doweling, breast slot- 
ting, concaving, measuring, inspecting, conditioning, hand- 
ling, packing, etc. 


the operator, uniformity of shape 
has been impossible. 

NOW rounded tops or unique 
shapes can be made in volume 
production with almost perfect 
uniformity. 

Therefore, more. of the uncer- 
tainty has been taken out of 


“os heel making! 


All Mears (and associated) plants are being equipped to make Monospools. 


FRED W. MEARS HEEL COMPANY, INC. 
AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. ¥. 


Associated Companies 
CONWAY WOOD HEEL COMPANY, CONWAY, N. H. 
MERRIMACK WOOD HEEL COMPANY, SALEM DEPOT, N. H. 


Look for 
this trade-mark 
onevery heel seat 
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WHERE TO BUY 
Athletic Shoes 


@THCO 


GYM SHOES 


No. C855—All sizes in stock 
_ for. tammodiate Srey. Write 
ae ATH ATHCO atnictic 3 Shoes. 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


i i iil 





SPOT DELIVERY 
ON SPORT 


= Linen — 

lid white, blue, green, and yellow. Also in com- 
binations. 

Our sandals are built as well as the high priced 


ones. 
RESTFULL SLIPPER CO., 663 Bway., New York 








Boudoir Slippers In Stock 
NUSUAL VALUES 


“Every Pair and 2-strap 
Guaranteed” Slippers In Stock 
SCHWARTZ & HERDER, INC. 

Spoolaliets in Comfort & Ballet — 
241 No. Lith St., Philadelph Pa. 














W. 8S. CHASE & SONS 
HAVERHILL, MASS. 


FINE SLIPPERS 

MEN and BOYS 
HANDTUBNED 
$2.00 to $2.85 


stem Omiee: 601 Statler Bidg. 
aa 





coeenon" Ang) Cg O0eOOO ES 
Price, $3 $2.10 to “Cs 


IN STOCK 


No. 1434—Tan 
Kid Everett 
C-D-E, $2.60 


No. 1435—Tan 
Kid Opera 
C-D-E, $2.60 








*) L. B. EVANS SON CO., Wakefield, Mass. ew 





>» TRADE DOINGS ¢ 


N. Y. Convention Program Plans 


SCHENECTADY, N. Y.—At the monthly 
meeting and dinner of the Capital Dis- 
trict Shoe Retailers Association, held 
June 25 at the Cohoes, Vice-President 
J. L. Patton, of Schenectady, told of 
the plans for the coming convention of 
the New York State Shoe Retailers As- 
sociation to be held at Hotel Van Cur- 
ler, Schenectady, Sept. 14 and 15. En- 
thusiastic interest was shown and mem- 
bers of the Capital District body prom- 
ised whole-hearted participation. 

Mr. Patton said that 45 traveling 
salesmen’s reservations and 25 retail- 
ers’ reservations have already been 
made. He announced that Congress- 
man Crowther of the Eighteenth dis- 
trict, a member of the Ways and Means 
Committee, will make the banquet 
speech, and that the convention pro- 
gram will feature such -well-known 
figures in the trade as A. H. Geuting 
and James H. Stone, president and 
manager respectively of the National 
Shoe Retailers Association; Jesse Ad- 
ler, of New York, chairman of the 
Men’s Style Committee; John S. Whit- 
temore, president of the Boston Shoe 
Travelers Association; C. M. Ripley, of 
the Central Electric Company, and a 
representative of Amos Parrish & Co., 
New York. 

L. O. Hoffman, of Albany, president 
of the Capital District Association, 
presided at the meeting. Other officers 
of the association are: Mr. Patton, 
vice-president; T. Arthur Cohen, Al- 
bany, secretary; E. A. Beaumont, Al- 
bany, treasurer. 


Buffalonians to Play 


BuFFALO—Buffalo’s shoe men, in- 
cluding retailers, traveling salesmen, 
ete., will hold their twenty-second 
annual field day and stag outing at 
Rio Vista, Bridgeburg, Ont., on July 
22. Starting at 10 a. m., there will be 
golf, swimming and a series of ath- 
letic contests interspersed with solid 
and liquid refreshment, which is per- 
missible on the Canadian side, until 
11 p. m. 

In a letter announcing the event, 
the shoe men of Buffalo inclosed the 
label of a well known brand of Cana- 
dian bottled ale. 

H. J. Deters, 242 Timon Street, is 
chairman of the affair. 


Take Mill 


SANFORD, ME.—The Universal Shoe 
Company, Boston, is reported to have 
leased the Minerva Mill of the Goodall 
Worsted Company, here, and as soon 
as new machinery is installed will 
begin the production of shoes. The 
plant here is expected to employ be- 
tween 700 and 800 people and will have 
a productive capacity of 7000 pairs a 
day. 
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Receivership Lifted 


St. Louis, Mo.—Federal Judge Davis 
has authorized the termination of the 
receivership of the Hamilton-Brown 
Shoe Co. and has ordered the receiver 
discharged. Harry L. Tomes has been 
elected by the directors to serve as 
president of the company. 

In a statement issued immediately 
following the announcement of the lift- 
ing of the receivership, the directors 
said: 

“It is a source of gratification to the 
directors, officers and employees of the 
Hamilton-Brown Shoe Co. that all 
claims filed and allowed by the court 
have been paid and that the court 
finds the condition of our corporation 
to be such as to warrant the return 
of the business and assets to the corpo- 
ration. This step has been anticipated 
for some time and is in keeping with 
the prediction of those who were ac- 
quainted with the corporation at the 
time the receiver was appointed. 

“The receivership stabilized 
financial condition, and within six 
months from the date on which the 
receiver took charge the company re- 
tired over 50 per cent of its obliga- 
tions. This was followed by various 
payments from time to time with the 
result that more than a month ago 
the last payment was made. All of 
this has been accomplished without the 
sale of real estate or any major assets 
of the corporation. 

“The company now finds itself in 
splendid condition with all of its plants 
intact, its sales organization function- 
ing efficiently and a splendid spirit 
upon the part of all its employees. 
During the receivership, a general re- 
organization was effected in all depart- 
ments from production to sales. 
Changes were made whereby the com- 
pany has been greatly benefited, and 
today the Hamilton-Brown Shoe Co. 
is operating smoothly and efficiently. 

“Mr. Tomes has had charge of the 
operation of the business for the past 
several months and has demonstrated 
his ability to operate it successfully. 
It was under his supervision that the 
reorganization, previously referred to, 
took place. We have every reason to 
believe that under his guidance and 
management and with the close co- 
operation he is now receiving from each 
officer, department head and employee, 
the Hamilton-Brown Shoe Co. will re- 
sume its place of honor and distinction 
among the successful shoe houses of 
St. Louis, the great shoe market of the 
world. 

“We desire at this time to express 
our gratitude to the many thousands 
of retailers throughout this country 
for their loyalty and confidence in our 
company, expressed through their con- 
tinued patronage.” 


the 


Close Old Store 


PHILADELPHIA—Hallahan’s are clos- 
ing out, after many years, their store 
at Fifty-second and Spruce streets, due 
to expiration of lease. 
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HERE IS EXCLUSIVE OPPORTUNITY 
FOR PROFIT ....... 








PROOF OF 
REMARKABLE 
TURNOVER 
With 





LHe SHOES 


¢ 


First order 849 pairs. Re-orders 
in ninety-nine days. .2601 pairs. 


& 


° 


CASE NUMBER FOUR* 
TAKEN FROM OUR LEDGER 


March 11, 1931 Initial Order 
March 11, 1931 
March 26, 1931 


May 19, 
May 19, 
May 22, 
May 22, 
May 26, 
May 28, 
May 28, 
June 1, 
June 3, 
June 10, 1 
June 13, 
June 16, 
June 17, 
June 17, 
June 18, 
June 18, 


SHOWING AN AVERAGE OF 
BETTER THAN AN ELEVEN 
TIME TURNOVER 
FOR A YEAR 


*We will supply name of the merchant to 
non-competitive stores on request. 








THE 
SHOES 
AGENCY PLAN 


THE FIRST 


JUVENILE CORRECTIVE SHOE RETAILING 


g2.50 
5 to 8 
Ato D 


814 to 2 Ato D 


$4.00 
21% to7 
AA to D 


To the live merchant this is an outstanding oppor- 
tunity to profit—not a temporary profit—a steady 
profit year in and year out. For just this reason, 
the Pollyanna Health Shoe business is being built 
on a foundation calculated to endure. 

The price of this corrective shoe is in the range 
where most people buy. 

The construction features of this shoe are sound— 
some of them exclusive in this line. 

Few, if any, lines of juvenile shoes selling at these 
prices have such a wide variety of sizes and widths 
—enough to fit any normal foot perfectly 

Most convincing of all—success with this line has 
already been proved in hundreds of stores all over 
the country—both large and small. 

Visiting buyers are invited to inspect a complete 
line of Pollyanna Health Shoes and our unbranded 
line of Juvenile Feature Shoes at the Coplep rene 
Hotel, Boston, July 6th to 9th. 


PeT-S WAU SHOees. 


ANNVILLE, PENNSYLVANIA 


FROM KINDERGARTEN TO COLLEGE 
KEEP THE GROWING FEET HEALTHY 
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WHERE TO BUY 
Fine Sport Shoes 


20" 


SAN LINE SPORTIEST OF 


P 
H 
! 
Us 


SPORT SHOES 


“A Mile Away You Know Them” 


Sun Chasers 


SAN ALAI 
ee linen and combination of grey, 
k and patent trim, gives a new 
i to these sporty 
CATALOGUE ON REQUEST 


WHERE TO BUY 
Slippers 


IN STOCK 


FOR IMMEDIATE DELIVERY 


Write for 
sample peirs 


The Norridgewock Shoe Co., Inc. 
mms NORRIDGEWOCK, MAIN E eum 








C6 6 8 hh 8 ee 


WHERE TO BUY 
Shoe Forms 


lie 


Sairy Jorms 
for Shoes and Hosiery 
made of white 


el ili 


Shoe Form Co.,Ine., Auburn, N. Y. 
ee 





Caldwell Succeeds Maupin 


Los ANGELES—C. L. S. Caldwell, 
assistant buyer of women’s and chil- 
dren’s shoes at the Broadway Depart- 
ment Store for the past two years, has 
been named buyer to succeed L. D. 
Maupin who resigned recently. 





>» WHAT’S SELLING?. 4 





White Shoes at Boat Races 


New LONDON, CONN. — Spectator 
sports costumes, with white shoes in 
various models, were decidedly in ma- 
jority at the recent Yale-Harvard crew 
races on the Thames River here. White 
buckskin easily dominated in the foot- 
wear, with some black and tan combi- 
nations noted. 

Some of the best dressed men wore 
all-over genuine white buckskin with 
plain toe in quarter oxford and black 
rubber soles. The appearance of this 
shoe in the “ultra” group at the race 
indicates a definite trend toward the 
type, according to Sidney Stokes, man- 
ager of the Walk-Over Shoe Shop, 930 
Chapel Street, New Haven. 

Generally speaking, colors in men’s 
shoes were evenly divided between 
white-and-black and white-and-brown, 
Mr. Stokes observed. White trimmed 
with brown was a favorite among the 
women spectators, mostly of the step-in 
type. Ties ran a close second, and a 
few straps were seen. 

A few tans and whites with tan trim- 
mings were noted by J. J. Adrian, man- 
ager of the Frank Bros. store, New Ha- 
ven, in the women’s line. Mr. Adrian 
reported men’s shoes dominantly white 
with no saddles and wing tip and plain 
toe. 

The overwhelming popularity of 
whites, some with black and tan combi- 
nations, was also attested by Henry 
Pabst, manager of the shoe department 
for J. Johnson & Sons, New Haven. 

Women’s apparel was uniformly gay. 
Silk suits in bright colors, or white 
skirts with colored jackets, were no- 
ticeable in every car on the observation 
train. Practically everything was of 
two-piece type. A few white pigskin 
pumps with patent leather heels were 
noted. 

Flannel trousers in cream, light tan 
and light gray, with single and double- 
breasted sports coats, were worn by 
the men. Cream trousers with stripes 
of blue-black or brown contrasted with 
the plain shades. Sports Panamas 
dominated in the headgear division, 
with a few featherweight felts in light 
gray and light tan. 


Whites and Linens 


CLEVELAND — With hot weather the 
buying public has turned to whites and 
linens in a big way. “Linens,” says J. 
Harold Roberts, manager of the Stone 
Shoe Co., “are taking the lead. How- 
ever, whites are running way ahead 
of our expectations, with white kids 
greater in proportion than we antici- 
pated. People are also eating up the 
white Suva cloth shoes lately,” he 
says. “Patents have been increasing in 
the dress pumps. Seasand has not 
been a good seller in the better grades 
but in lower priced shoes for the 
younger set have moved somewhat. 
The betier dressed women are prefer- 
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ring darker shades such as brown.” 

For fall, Mr. Roberts predicts suedes 
in black and brown, with the former 
leading about two to one. Pinseals will 
be good for early promotion. Sandal 
effects will be present in evening wear 
shoes. 

There has been a marked increase in 
volume of pairs sold during the past 
30 days, according to the manager at 
Stone’s. 


Sees Good Fall 


PHILADELPHIA— John C. McKeon, 
sales manager for Laird, Schober, re- 
ports an abundance of early fall orders 
and says that big buyers from widely 
scattered sections have already placed 
substantial orders for the coming sea- 
son. 

“We are finding a more hopeful atti- 
tude on the part of department store 
buyers and merchandise men,” said Mr. 
McKeon, “and believe that the optimis- 
tic view which New York has taken will 
go far toward making the coming sea- 
son a success. 

“In fall buying we find a very domi- 
nant note in brown, both kid and suede. 
Reptiles are going good, especially alli- 
gator and Calcutta lizard. A new style 
note has also been developed in the de- 
mand for ‘T’ straps. All our lines are 
going good, and our Travelese shoe is 
selling quite largely. 

“This past week we have opened our 
Newport store, and every indication 
points to a big season. We have also 
established our line at the Figo Shop, 
Marlborough-Blenheim Building, on the 
Boardwalk at Atlantic City. 


White Kid and Fabrics 


Kansas City, Mo.— Outstanding 
among shoe materials at the moment is 
suva cloth, according to V. E. Earl, as- 
sistant manager of the shoe depart- 
ment at Berkson’s. This corresponds to 
the general preference of women shop- 
pers here as indicated by the reports 
of the majority of buyers. G. A. Kull, 
at Peck’s, says they have had a fine 
linen season; H. C. Vollrath states the 
demand for fabric and white kid about 
equal at Taylor’s. 

Girls, sixteen to twenty, are custom- 
ers for the runabout sandals. They 
choose white rather than the snappy 
color combinations, according to V. E. 
Earl, Berkson’s. 

A display of Sinbads with bathing 
suit, robe and beach hat to offer local 
color, brought a good response from the 
shoe customers at George B. Peck’s. 

All men’s stores report black-and- 
white “the seller” in sports shoes. 
Woolfs and Rothschild’s note an in- 
crease in the popularity for white buck- 
skins. 


Paris Shop Moves 


POUGHKEEPSIE, N. Y.—The Paris 
Shoe Shop has moved from 292 Main 
Street to larger and more modern quar- 
ters at 298 Main Street. 
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HEALTH SHOES 
FOR BOYS 


RETAIL 


THIS PRINCIPLE 8 
% § 
OF SHOEMAKING 3 oboed OD 4 


IS INTERESTING vs 
ENOUGH TO 9 to 13% 
CLAIM YOUR 
ATTENTION sy catia! 


COUNTER moulded 
fast Guaranteed 
outwear the shoe. 


The successful results ob- 
tained by dealers every- 
where with Rob Roy Health oni “epee th 
Shoes is convincing enough “anee 


hal 
to cause them to order and PLEASE, note fresh, air 





For 
By to a 614 to 9 


eacteate of os 
one to fit th 


TIPS flexible to give free- 
= to the growing 


= TSOLE of best quality 
our attached. by Good 

year Welt Process. 
REA ROB ROY eheee are. are extra 
CORK comfortable the 
ball of the foot. 


EVERY ROB ROY shoe 
is a genuine Goodyear 
Welt smooth innersele. 





re-order. 


Perfectly fitting shoes from size 9—to fit the little 
fellows just out of children’s sizes—through to size 
9 for the youth who takes a larger size shoe than 


his dad’s. 


Much helpful Rob Roy material is at the disposal of 
every merchant carrying this line in the nature of 
display materials, special cartons, folders and other 
helpful advertising aids. 


Write today for further information. 


THE FULL LINE OF ROB ROY HEALTH SHOES 
WILL BE ON DISPLAY AT 


COPLEY-PLAZA HOTEL 
JULY 7, 8,9 


A. S. KREIDER SHOE MFG. CO. 
ELIZABETHTOWN, PA. 


m — ROB ROY SHOES KEEP ACTIVE 
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FEET HEALTHY —™ 
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WHERE TO BUY 


Children’s Footwear 


i 





THE ORIGINAL 


SUNBATH ACROBAT 


(Patented) 





IN STOCK FROM SIZE TWO CACKS 
THROUGH SIZE SEVEN WOMEN’S 


A Product of 


SHAFT-PIERCE SHOE CO. 


Faribault, Minn. 








Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE Co. 
THIENSVILLE, W'S. 











MES. DAY’S IDEAL BABY 
¥ SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles— infancy to 
four years! 


Danvers, Mass. 




















18 Main St, WILTON, MAINE | 








LS _H.BASS & CO. 
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WHERE TO BUY 


Shoe Accessories 
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Mr. Shoe Buyer— 


VAMP-EEZ 


TRADE MARK 
Instep Protector 


Will clinch many sales for you this sea- 
son on opera pumps. 


It is a simple device producing a smooth, 
rounded surface on the sharp edge of the 
vamp. 

Snaps on in a jiffy and is practically un- 
noticeable. 

In colors to match shoes. 

If jobbers can’t supply you, write to—— 


VAMP-EEZ COMPANY 
1141 Broadway, New York City 




















HANDICAP SALE WINS 


Kansas City, Mo.—The biggest week since 
1928 is “Spike” Arnold’s report on the first 
week’s business during the Handicap Sale. The 
adjacent building was being torn down, a tem- 
porary passage was built and Mr. Arnold felt 
this “cattle chute” would have a tendency to 
draw shoppers to the opposite side of the street 
—hence the Handicap Sale. 

Brown and white sport shoes were the best 
seasonal style selling. Regular $12 and $13.50 
foot saver shoes moved well at $9.45. 

The Bostonian Shoe Store will begin their 
summer sales July first. 

Mr. Arnold will go to the Boston market 
about July fifteenth. 








On State Street 


Cuicaco—Here is what a window 
shopper saw last week in State Street 
windows: 

O’Connor & Goldberg devote the two 
large windows on the women’s side of 
their store to a variety of summer 
styles, giving a central space to whites, 
at $5.50. Apart from these there is a 
unit display of woven sandals at $3.85, 
and one of hosiery at 85c. The large 
men’s window features sport shoes at 
$5 and $6. 

Carson, Pirie Scott & Co. show prin- 
cipally patents, whites and brown kids. 
Some of the pumps have port-hole 
bows. The price is $6.50. 

At Cutler’s there is a window of 
whites and one of black shoes. A large 
turntable in the center window in the 
lobby is divided into three sections, 
with sandals, sports and white slippers 
each having a section. The price of 
these is $3.85. There is a display of 
hosiery at 99c. and another at 79c. In 
the men’s display tans are conspicuous 
and some sport oxfords are given a 
prominent place. 

The Palmer Boot Shop devotes one 
side of the lobby to whites. The other 
side shows a variety, including some 
reptiles. These are all in a special sell- 
ing at $7.98. 

The Peacock Shop shows mostly 
pumps and sandals at $7.75, $8.75, 
$9.75. One small window is given over 
to hosiery at $1. 

The Walk-Over women’s store fea- 
tures summer fabrics in white and a 
number of tints. There is a large dis- 
play of hosiery at $1 or three pairs 
for $2.85. 

I. Miller is still making a strong play 
on whites. One entire window is given 
to hosiery at 95c., $1.25 and $1.55. 





Whites in Houston 


Houston, Tex., June 22 (UTPS)— 
The greatest white shoe season for 
many years is being experienced this 
summer by the shoe department of 
Sakowitz Brothers: 

Demand for all-white shoes has been 
so strong that the department has been 
unable to handle the volume with the 
stock on hand. 
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Clerks report that they were receiv- 
ing 10 or 12 calls a day for sizes and 
styles of all-whites not in stock. 

“We’re almost sold out,” they re- 
ported. 

A similar condition exists in the 
French Booterie, shoe department of 
the Harris-Hahlo Company. 

“Had we only known in advance of 
the tremendous demand there was to be 
for the all-white shoe this season, we 
could have sold twice the stock with 
which we started the season,” stated 
J. L. Spencer, manager of the depart- 
ment. 

“T doubt if we have a dozen pairs of 
the all-whites left in stock now.” 

Other stores throughout the city re- 
ported an equally heavy demand. The 
pastels, two-tones and similar numbers 
have gone more slowly. 





If | Win, You Do More Business 
[CONTINUED FROM PAGE 20] 


You get an idea of how close 
True distribution is to 

Actual production. 

In men’s and children’s shoes, 

The rate was closer to 50 per cent 
Of stock six months young 

At time of inventory. 

But at that, the figures 

Indicate new stock is wanted-stock 
And that stores were not dragging 
Along their old stocks 

These careful days. 

From these few points, 

Tested in the field, 

I base Recorper prediction 

Of a betterment of trade 

In pairs in 1931. 

In the Second chart 

You will notice the 

Employment figures 

As prepared by Dr. E. S. Bradford, 
Whose business research indicates 
That there is an exceedingly 

Good measure of 

Public capacity to buy goods 

In general and shoes in particular. 
The purchasing line, 

According to him, 

Straightened out in January 

And has reached a point of 
Stabilization. 

I regard the figure of 325,000,000 
Pairs of shoes as about the average 
Normal consumption, which is 
Subject to a slight gain 

Because of the Yearly 

Increase of population. 

Now that you know the background 
Of my figuring, 

May I ask your real co-operation 
In the stimulation of shoe 
Distribution in 1931. 

If every store can sell 

One pair more per day 

Than in 1930, 

I will win my bet. 

A.D.A. 
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INSTANT SERVICE 


In Every Important Shoe Center 


As we are represented in every shoe 


center by our selling agent, the United 


Shoe Machinery Corporation, imme- 


diate service is now available to our 


ever-growing list of customers. Regular 


or emergency calls will be handled 


more’ quickly than heretofore. 


Control of all manufacturing details by 


us assures maintenance of high quality 


standards. We supply you the lace for 


every grade and type of shoe. 


Tips may be either fabric, met- 


al or celluloid. We recom- 
mend the recently perfected 
JOSCO FABRIC TIP. 


THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which has 
been impregnated with our 
own exclusive solution to give 
it the proper rigidity and en- 
durance. We guarantee the 
JOSCO FABRIC TIP to out- 
Jast the lace in ordinary use. 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT 


BED 


COTTON 


r 
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UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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WHERE TO BUY 
Ballet Slippers & Sandals 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.25 pair 
Misses’ S120 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC, 
147 Duane Street 
New York City 


* KENDALL’S 


Style No. 11 Patent Lea. 
Women’s 2 to 8, B and C 








PROFESSIONAL 
FLATS 









$2. 
Misses’ {i to 2, B and C 
$1.90 


TAPS 
25¢. a pair 
Extra 


Style Ne. 12 
jack Kid 
Women’s 2 to 8, B and C 


75 
Misses’ {1 to 2, B and C $1.65 


* KENDALL SHOE COMPANY 
HAVERHILL, MASSACHUSETTS 
















* 
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WHERE TO BUY 


Sport Footwear 
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“SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Steck 
A. SANDLER 
154 Lincoln St. 

Boston, Mass. Est. 1889 











Trade Center Campaign 


CLEVELAND—Several shoe stores in 
the Playhouse Square district of Cleve- 
land will benefit if plans of the Euclid 
Avenue Fine Shops & Theatres, Inc., 
are successful. This organization is 
putting on a campaign to draw trade 
to this district. Members include various 
merchants, property owners and others 
around Playhouse Square. A meeting 
was held at Hotel Statler on June 23 
to perfect plans including advertising, 
store front beautification, better trans- 
portation and improved parking facili- 
ties. The section will be termed 
“Cleveland’s Trade Empire.” 





Remodeled Store Opens 


DuLUuUTH—Newly remodeled and re- 
decorated, the Newark Shoe Co. store 
at 319 W. Superior Street, has re- 
opened with a larger line. It has added 
shoes for women and children with a 
special opening day, June 20. M. 


Hickey, formerly of Minneapolis, is 
in charge. 





Dave Davis 


Dave Davis Dead 

Dave Davis, treasurer of the Na- 
tional Shoe Travelers Association and 
Chicago representative of the Thomp- 
son Bros. Shoe Co., passed away at 
Chicago on Sunday, June 21. He was 
sixty years of age and had been in poor 
health for several months. Mr. Davis 
served on the membership committee of 
the Shoe Club of Chicago, held impor- 
tant offices in the Chicago Shoe Travel- 
ers Association in years gone by, was 
a Shriner and member of several orders 
of Masonry and a member of the Broth- 
erhood Lodge. 

Dave was well known to shoemen 
from coast to coast. He was a com- 
panionable, kindly man, always obliging 
and never happier than when he had 
done some one a good turn. His loss 
will be keenly felt by his five sisters: 
Mrs. Annie Klein, Mrs. Frances Sues- 
sel, Helen and Clara Davis, and Mrs. 
Carrie Cohn, as well as by his many 
friends in the shoe trade. 

The funeral was held on Tuesday, 
June 23, at 10 a. m., at Chapel, 936 
East Forty-seventh Street, Chicago; in- 
terment at Hebrew Benevolent, Grace- 
land Cemetery, Chicago. 


New W. B. Coon Salesmen 

W. B. Coon Company, Rochester, 
announce the appointment of J. E. 
Harrell as representative in Ken- 
tucky, Tennessee and the South, and 
of Orville Romig as representative in 
Iowa and Nebraska, succeeding J. J. 
Martin, who has been transferred to 
Illinois. 


With “Constant Comfort” 


J. C. Wilson of St. Paul is now repre- 
senting “Constant Comfort” shoes in 











Minnesota and the Dakotas. 
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> ON THE SELLING END « 


News of the Travelers and Sales Activities 






Buffalo Travelers Elect 


Charles S. Craney was reelected pres- 
ident of the Buffalo Association of Trav- 
eling Shoe Salesmen at the recently 
held semi-annual banquet. Other re- 
elected officers include Mercer C. Huf- 
ford, vice-president, and Harry J. 
Deters, secretary-treasurer. Plans also 
were discussed for the joint annual out- 
ing of the travelers and the members 
of the Buffalo Shoe Retailers’ Associa- 
tion, which will be held, July 22, at Rio 
Vista, Bridgeburg, Ontario. Secretary- 
treasurer Deters is general chairman 
of the outing committee, assisted by the 
following chairmen of sub-committees: 
Tickets, Clarence Lanich; refreshments, 
Harold Johnson; and athletics, Oliver 
LaRue. , 





Kaltenbrun Re-Elected 


At the annual election of officers of 
the Ohio Shoe Travelers’ Association, 
which has headquarters in the Chitten- 
den Hotel, Columbus, J. J. Kaltenbrun 
was reelected president; George Brack- 
ney, Vice-president, and E. C. Bigelow, 
secretary-treasurer. The office of sec- 
ond vice-president was discontinued. 

J. A. Vance was named a director 
to fill the vacancy caused by the resig- 
nation of E. W. Metcalf. New direc- 
tors are Perry W. Smith, W. W. 
Skinner and T. J. Mackey. Hold-over 
directors are O. W. Price, J. A. Vance 
and H. T. Ingham, including the offi- 
cers. 





Check Swindle Alleged 


Homer-Alden Company, manufac- 
turer of foot appliances at North 
Attleboro, Mass., has requested Boor 
AND SHOE RECORDER to give publicity 
to the fact that a man claiming to be 
a representative of the company and 
using the name of Daniel Hawkins is 
alleged to have obtained money at 
various shoe stores in New York State, 
New Hampshire, Massachusetts, Con- 
necticut, Pennsylvania and Ohio by 
cashing worthless checks. 

The man is alleged to have used a 
card bearing the name of Homer-Alden 
Company and to have asked for ad- 
vances on personal checks claiming he 
had not received his expense account. 





Clever Offer 


St. Paut—Sorensen’s, 413 Robert 
Street, recently made a clever offer 
which appealed to its clientele and, at 
the same time did a favor for the 
Good Will Industries by allowing 50c. 
for old shoes, one day, regardless of 
condition, on any purchase amounting 
to $4 or more. 




















Let’s do a real job 
at $8.50 


Fight-fifty is gaining recognition as the volume price in better shoes. 


In picking your eight-fifty line, do not overlook the fact that the high 
grade woman who is trading down expects to receive, at eight-fifty, shoes 
bearing the characteristics that prevail in those she had been purchasing 
at higher prices. And, naturally, she will be very critical of the shoes 
offered at the lower price. 


The shoes you offer must be fundamentally sound. They must fit, be 
styleful, give service and hold their shape well. 


Wilbur Coon Shoes are good shoes. Their styling is beautiful because 
the shoemaking is beautiful. Patterns are of the tailored types that usual- 
ly prevail in really high priced shoes. 


New lasts, new heels, new patterns, a new standard of shoemaking, all 
combine to produce an outstanding line that will sell readily at eight-fifty, 
showing a 40 per cent mark-up. 


The instock group at eight-fifty is complete and well balanced. It in- 
cludes the various types of heels, both leather and covered, the wanted 
materials including suedes in black and brown, with most trims of genu- 
ine rajah and alligator. Widths from AAAA to EEE, sizes from 1 to 11, 


prices from $4.75 to $5.50. 


A postcard to us will place you in touch with our salesman. 


———— 


37 Canal Street Rochester, N. Y. 
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THIS MAY BE 
YOUR OPPORTUNITY 
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SALESMEN WANTED 





WANTED TO LEASE 


LINE WANTED 














WANTED 


Experienced salesinen to sell on commission 
new line of 20 patterns wonen’s style arch 
shoes to retail at $3.00. Opportunity for 
good salesmen. State qualifications and in- 
terested territory. 


The Carolyn Shoe Company 
Owego, N. Y. 











SHOE SALESMEN wanted to carry our spats 
and shoe ornaments as a sideline. Please 
ive territory and _ references with reply. 
ANOLIS MANUFACTURING CO., 4248 
No. Crawford Ave., Chicago, III. 





ANTED—Salesmen to carry as a Side 

Line a complete line of Infants’ Soft Sole 
Shoes. Well advertised and a money maker 
for the right man. Reply giving references. 
J. Ji, < ~ae 49 South Avenue, Roches- 
ter, N. Y. 


FAIRCHILD'S FOOT SOAP offers experi- 
. enced shoe salesmen a very attractive side 
line proposition. Wide Market-—Profitable and 
Compact. Write, with full information, 
Jerome W. Ephraim, Inc., 15 East 26th Street, 
New York. 








ASTERN manufacturer offers outstanding 

line of women’s stylish arch support welts 
and spectators to resident salesmen in all 
large cities outside of New England and New 
York. Two grades to retail at $4.00 and $5.00 
stocked in various styles and leathers from 
AA to EEE. Exceptional opportunity for men 
with established trade. Address C-534, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


GHOE SALESMEN wanted to carry a snappy 

and fast selling line of Shoe Ornaments as 
a side line, commission basis. Write refer- 
ences with first letter. Address C-536, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


ALESMAN to sell the New York trade both 
retail and department stores. Well-known 
men’s line. Must be able to stand rigid in- 
vestigation. All replies will be held in strict 
confidence. Address C-538, care Boot and Shoe 
<a 239 West 39th Street, New York, 











FOR SALE 


HOE DEPARTMENT in live department 

store. Are capable of handling big volume 
in Chicago and vicinity of 100 miles. Address 
C-535, care Boot and Shoe Recorder, 209 South 
State Street, Chicago. 








GALESMAN with established trade is open 
to present a line of women’s to retail at $4 
to $6. New York City and northern New 
Jersey. Addrss C-532, care Boot and Shoe 
Recorder, 239 West 39th Street, New York, 
i 2 











100% Shoe Store Location 


in Worcester, Mass. Long lease and 
reasonable rental. 


AMSCO REALTY CO. 


88 Front Street, Worcester, Mass. 

















BUSINESS OPPORTUNITY 





N ORTHWOOD, N. H., Chamber of Com- 
merce invites shoe manufacturers de- 
sirous of locating in some country factory 
to consider the unusual advantages offered in 
their town, where skilled American labor is 
available and no labor trouble has ever been 
experienced, and where good factory accom- 
modations can be obtained on very satisfac- 
tory terms. Walter C. Chesley, Box 56, 
Northwood, N. H. 





POSITION WANTED 


EXPERIENCED salesman, established trade, 
wants line of children’s and misses’ for 
New York territory; commission basis. Address 
C-533, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





LINE of children’s shoes—1 to 8 in turns; 
welts, 2 to 8; stock proposition preferred; 
for western Pennsylvania, eastern Ohio and 
eastern West Virginia; with firm for 16 years; 
liquidating. Address 6910 Bennet Street, 
Pittsburgh, Pa. 





BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training: openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





DESIGNER for ladies fine shoes, also pat- 
tern maker. New in this country. Held 
position as such by the leading shoe manu- 
facturers in Vienna, Austria, making hand- 
turn, McKay and Compo; desires position at 
moderate salary; thoroughly experienced shoe 
maker. Address C-537, care Boot and Shoe 
as al 239 West 39th Street, New York, 





WANTED TO PURCHASE 





BEST prices paid for broken lots of Nation- 
ally advertised men’s or ladies’ shoes. Write 
Enelow Boot Shop, Greensburg, Penna. 





GHOE STORE FOR SALE in one of the 
best cities in Michigan, 60 miles north of 


Detroit, on St. Clair River. Population of 
38,000; 25 years of continuous business; good 
lease and best location in city. Reasonable 


rent; good, clean stock; inventory about $10,- 
900. Address C-539, care Boot and Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


LINE WANTED 





BY RETAILER, line of women’s novelties to 
retail at $5.00 or $6.00, on consignment, 
V. Roche, 452 Ann 


weekly settlement. Jos. 
Street, Elgin, III. 








MERCHANTS’ NEEDS 








FOR SCHOOL OPENING 


‘ = 
Pi 3 


CHILDRERN@ 


GIANT ERASER PENCIL BOX 

Contains 3 col. Blotters, Pencil, 

Penholders, Pen Point and Ruler. 
Send 1l5c. for Sample. 
Distributors— 

Parameunt Souvenir Adv. Co. 
360—4th Ave., New York, N. Y. 
Royal Souvenir Ce., Inc. 

1613 E. New oy Brooklyn, 





























CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
SF Advertisements for this page must be in our New York office on Friday of the week preceding publication. @@ 


RATES | 
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HOTELS 








I. SIMON CO. 


201, Reeds New York. 








KIRSCH-BLACHER CO., INC. 
59@ Broadway New York 
Phone Canal 6-4298 and 4899 








HIGHEST CASH PRICES 
PAID 
fer shee stocks, slew sellers, ete. Shert time 
lecses taken aes hs ees confidential. 
MAX GLAUBERG 
327 Church St., New York City 
Phone: Canal 6-2632 








We are open te 
BUY FOR CASH 
retall stocks ef SHOES—GENERAL MER- 
GHANDISE — Unexpired leases sscumed 
POSTER @ DEUTSCH 


436 Grand St., New York Oity 
Phone Dry Dock 0352 
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MERCHANTS’ NEEDS 





Pory Cup cilss— 


for aoe vee at any angle 


‘| Gross $5.00 
7\ Half Gross $2.75 


M. w«. POLLINGER CO. 
216 Molland Bldg. St. Louis, Mo. 








An Entire Block on the Boardwalk, 
between New Jersey Ave. and St.Charles Place. 


# AMERICAN and EUROPEAN PLANS 


SUN DECK 
The largest and longest on the Boardwalk. 


Occupying an entire city block directly facing 
The foremost point at sea, in 


ATLANTIC CITY 


the ocean. 


Sea Water Baths 
Concerts Daily 












































HOTELS 


MERCHANTS’ NEEDS 

















SALE 
time is here— 


Let me get you out one 
of those DIFFERENT 
Sales Circulars—a layout 
that gets attention and 
copy that sells shoes. 
Letterhead size $5 
Half page size $10 
Full page size $17.50 


R. E. ANDRUSS 
c/o BOOT AND SHOE 
RECORDER 
239 W. 39th St., New York City 





Hotel 
WINTHROP 


HARRY BURNETT, MgnDin 
47% STREET 
LEXINGTON AVE. 


The location of the Winthrop cem- 
bines residential luxury and transit 
convenience ... All rooms are out- 
side and large, light and airy . . 
Ample closet space, serving pantry, 
sink, and electric refrigerator with 
each suite . . . Main and private 
dining rooms. 


Single rooms with bath from $4 
single, $5 double. 


a day for this 
0 room suite. 


\ 
YS SYS 
‘ 


SSossaness 























PRICE TICKETS 


Colorful—Attractive 
Any Selection of Price Desired 
A New Style of Ticket Each 
Month 
Samples to Select from Sent on 
Request 














Black figures, red trim on yellow 6-ply stock. 
Amy Assortment You Need: 


Other Price Tickets: 
(Samples on Request) 
24 dozen @ $2.50 
am 1.50 
6 “ @ 0.85 
1 “* @ 90.15 
Cheek with Order—Please 


Merchants Service Dept. 
Republic Bldg. 
Chicago, III. 
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BOSTON’S Renowned 
Prevails at 


Here you will find that far famed Boston 


rooms with tub and shower .. . 
Room, free parking for your car . 
“Good Morning” with the paper left at your 








COMMONWEALTH AVENUE 
AT KENMORE STATION 


There is no end to conveniences at The Kenmore. . . 
Coffee Room, Empire Dining 
- and even a_ cheery 


Let us send you a Booklet “Historical Boston” 






Hospitality 


spirit of cordiality. 
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door when you wake. 
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Will the Big Sports Shoe for Fall 
Carry a Moccasin Pattern? 
(CONTINUED FROM PAGE 24) 


boxes. A wide variety of stitching 
effects is obtained on the moccasin 
seam. Some of them are roped up and 
over with cord thread. Others are fine- 
stitched with the same puckered effect 
as the original moccasin. In women’s 
shoes, fancy edging, scallops, and the 
like, are being developed. The split 
seam at the toe has been made nation- 
ally popular by a maker of men’s shoes 
and is known as the “Algonquin Seam.” 

The advantage possessed by the orig- 
inal moccasin organizations in the State 
of Maine, in Canada and in northern 
centers was the traditional handicraft 
of the Indians. The moccasin seam must 
be made right and if by hand, must be 
cut and fitted with great care and accu- 
racy. The vamp seam must be made to fit 
the last snug, and it is a real art in 
stitching and designing to make the 
“U” of the moccasin vamp fit without 
wrinkles and ridges. Careful pattern 
work is needed in machine stitched 
moccasin-type seams. The moccasin 
pattern in an outdoor oxford gives an 
opportunity for heavier weight leathers 
and some grain finishes. In many 
cases the top of the seams are made 
rough to carry out the idea of hand 
craftsmanship. 

All in all, there is a new field and a 
new opportunity in moccasin patterns, 
bringing back an oxford height in foot- 
wear for men, women and children. 
These shoes fit into the fall fashion 
picture and we believe indicate the in- 
dustry’s greatest opportunity for extra 
sales in typical fall sport footwear. 





Shoe Shop Fire 


CLEVELAND—A fire of unknown ori- 
gin swept through a small block at East 
105th Street and Gooding Avenue, Sun- 
day night, June 21, causing heavy mer- 
chandise damage in the Joseph Faren 
shoe store. Practically the entire build- 
ing was gutted, including several other 
business concerns, with total loss of 
about $50,000 or more. The shoe loss 
is reported over $5,000. 





A Window That Doubled 
Sports Shoe Sales 
(CONTINUED FROM PAGE 32) 


dows or noticed advertised in the daily 
papers. Consequently they are in the 
market for a new pair early in the 
spring. Publicity that hits them in the 
eye, both through windows and news- 
papers, will cause men to experiment in 
an extra pair of good looking shoes of 
unquestioned value. Being of a prac- 
tical mind, the man concludes to buy a 
pair of regular shoes at the same store 
after a few wearings have convinced 
him that his experiment in buying the 
sport shoes was successful. Later on in 
the season the inclination to buy an- 
other pair of sport shoes will be trans- 
lated into action, so that instead of only 
buying one pair of shoes, the chances of 
a man’s buying at least three pairs are 
very good. 

There is no question in the mind of 
Mr. Shearman that this year will be 
a record breaker in the sale of men’s 
sport shoes. Early in the spring when 
the weather was wet and cold, custom- 
ers were asking many questions and 
looking over sport shoes. Back in their 
minds was the thought that they would 
eventually buy one or more pairs before 
the season was too far advanced. 

Last year many conservative busi- 
ness men took to the wearing of dress 
sport shoes to business for the first 
time in their lives. There is no 
question that this procedure will be 
repeated. Not only that, but many 
converts will be added to this group. 
It is apparent that the key to increased 
sales of men’s shoes lies in the develop- 
ment of seasonable summer footwear, 
so the developing of that field is of tre- 
mendous importance. 


Bucks 

Kansas City, Mo.—A fraternity in 
a state university near here bought 
gray buckskin oxfords at the Bos- 
tonian Shoe Store here. Another “frat” 
took up the idea and purchased the 
same style in canary. The boys in the 
graduating: class of one of the local 
schools bought the same shoe in egg 
shell. These were plain toe oxfords 





HOTELS 





THE 


VANDERBILT 
HOTEL 


T hirty-fourth Street 
New York 


The ioneehes atitow 
first-class hotel wn New York. 
Roem end bath---5428 








New Men’s Department 

NEW ORLEANS—The new men’s de- 
partment of the Walk Over shoe store, 
according to Manager Louis Casso, is 
meeting unexpectedly gratifying re- 
sponse. It is thought to be the only 
department in the South which has no 
visible shelving. If it were not for 
the sign on the window, no one would 
ever guess it was a shoe store. Prob- 
ably the majority of speculation would 
be that the chamber was a club room. 
There are no stiff-backed rows of 
seats, but instead a table of rich wood 
in the center with upholstered arm 
chairs arranged about it, with pots of 
flowers and smoking stands set among 








retailing at $11. 
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THE Business 
BAROMETER 


. Business Changes 


FLORIDA—Jacksonville—Ladd Spencer (41 
W. Bay St.) ; boots and shoes; commenced busi- 
ness July 1. 

MAINE—Bangor—W. J. Largay Co.; 
shoes, etc.; reported selling or sold out. 

MASSACHUSETTS—Leominster—Hamilton & 
Butterfield (26 Monument Square); boots and 
shoes; succeeded by Daniel J. McLaughlin. 

Worcester—Franzen Shoe and Slipper Co.; 
manufacturers; recently incorporated. 


MICHIGAN—Wayland—Baugh & Clack; boots, 
shoes, etc.; partnership dissolved; succeeded by 
Clayton Bagh. 

NEW JiXRSEY—Perth Amboy—Family Shoe 
rice ee shoes, etc.; inc. authorized capital 


boots, 


NEW YORK—Hudson—Jacob Hoffman (621 
Warren St.) ; boots, shoes, etc.; reported retired. 


New York City—The Kenwood Shoe Co., Inc. ; 
boots, shoes, etc. ; inc. authorized capital $10,000. 

Vanity Fair Slippers, Inc.; boots and shoes; 
inc. authorized capital $25,000. 

S. Wildman (49 W. Fordham Road) ; boots and 
shoes; reported selling or sold out. 

Ozone Park—Girolomon D’Orio (Jerome) 
(Liberty Shoe Store) (94-02 Liberty Ave.) ; sold 
or closed out business. 

OHIO—St. Mary’s—Armstrong’s Shoe Store, 
Inc. ; boots and shoes; recently incorporated. 

PENNSYLVANIA—Philadelphia—Joseph Na- 
son (1705 Pt. Breeze Ave.); boots and shoes; 
sold or closed out business. A 


Failures, Embarrassments, Etc. 


CALIFORNIA—Los Angeles—Elias-Katz Shoe 
Factories, Inc.; shoe manufacturers; reported 
petition in bankruptcy. 

San Diego—Chester R. Cleator (‘‘Cleator’s 


Shoe Store’) (645 Broadway) ; boots and shoes; 
reported petition in bankruptcy. 


Watts—Robert Joseph (1773 E. 
boots and shoes; reported assigned. 


Westwood—Joseph Goldberg (Village Bootery) 
(1014 Westwood Blvd.); reported petition in 
bankruptcy; reported receiver appointed. 


CONNECTICUT—Hartford—Morris Stein (410 
Front St.) ; boots, shoes, etc.; reported petition 
in bankruptcy. 


Litchfield—Edward M. Sepples; boots, shoes, 
etc. A reported offering to compromise at 20 per 
cent. 

West Haven— Annie Krall (485 Campbell 
Ave.) ; boots, shoes, ete.; reported petition in 
bankruptcy. . 

IOWA—Fort Dodge—S. T. Thompson (‘“‘Thomp- 
son Clothing Shop’’) (East Mason Bldg.) ; boots, 
shoes, etc.; reported assigned. ‘ 

KENTUCKY—Frankfort—Ferdinand Jacobs; 
boots, shoes, etc.; reported offering to com- 
promise at 20 per cent. 

MAINE —-Mars Hill—J. Spurgeon Brown; 
boots and shoes; reported petition in bank- 
ruptcy. 

Stockholm—Irving Z. Howe; boots, shoes, etc. ; 
reported petition in bankruptcy. 

MASSACHUSETTS — Salem — Bailey’s Family 
Shoe Store (N. Shocket, Prop.) ; boots and shoes ; 
reported petition in bankruptcy. 

NEW HAMPSHIRE — Nashua — Zubick Shoe 
Co.; manufacturers ; reported offering to com- 
promise at 1714 per cent. 


108rd_ St.) ; 


NEW JERSEY — Bayonne — Benjamin Ros- 
deitcher (498 Ave. C.); its, shoes, etc.; re- 
ported petition in bankruptcy. 

Elizabeth — Harry Eisenberg (853 Elizabeth 
Ave.) ; boots and shoes; reported called meeting 
of creditors for June 19. 

Newark—Morris Estis (12914 Ferry St.) ; boots 


and shoes; reported petition in bankrupacy. 
Simon Steinman (“Auctioneer’s Outlet Sales 


Store”) (also operating stores in Paterson and 
Newton, . J.); reported called meeting of 
creditors. 

NEW YORK—Brooklyn—Pearl Shoe Mfg. Co. 
(309 Flushing Ave.) ; reported petition in bank- 
ruptcy; reported receiver appointed. 

New York City—Max Bogad (143 Greenwich 
St.); boots, shoes, etc.; reported petition in 
bankruptcy; reported receiver appointed. 

Alex Bollman (230 Brook Ave.); boots and 
shoes; reported petition in bankruptcy; reported 
receiver appointed. 

Stern & Kamin, Inc. (34 W. 47th St.) ; boots, 
shoes, etc.; reported assigned. 

Louis H. Lipkind (1370 First Ave.) ; boots and 
shoes; reported petition in bankruptcy. 


NORTH CAROLINA—Elizabeth City—C. A. 
Cook & Co. (Benj. L. Stevens, Prop.); boots, 
shoes, etc.; reported petition in bankruptcy. 


OHIO—Marion—Slyh’s Shoe Co.; boots, 
shoes; reported petition in bankruptcy. 


OKLAHOMA—Shawnee—E. R. Burns (101% 
E. Main St.) ; boots and shoes; reported assigned. 


PENNSYLVANIA—Ashville—Benjamin Isaac- 
son; boots, shoes, etc.; reported petition in bank- 
ruptcy. 

E. Stroudsburg—William Solovey (76 Washing- 
ton St.) ; boots, shoes, etc.; reported assigned. 

Erie—Morris Masiroff (1308 Turnpike St.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Pittsburgh — Samuel Hytovitz (1310 Carson 
St.) ; boots and shoes; reported petition in bank- 
ruptcy. 

SOUTH CAROLINA —Georgetown—S. M. 
Gladstone (Front St.); boots, shoes, etc.; re- 
ported offering to compromise at 75 per cent. 

TEXAS-— Temple — Nathan Nemen; boots, 
shoes, etc.; reported petition in bankruptcy. 

WISCONSIN—Milwaukee—John Dapper (1549 
North 12th St.); boots, shoes, etc.; reported 
petition in bankruptcy. 

Stoughton— Sam London (“The Boston 
Store’) ; boots, shoes, etc.; reported petition in 
bankruptcy. 


and 


New Shoe Stores 


Danville, Ky.—The Louisville Store. 
Sharpsburg, Ky.—R. L. Brown. 

Mitchell, S. D.—Fred Bettel. 

Two Rivers, Wis.—Lauerman Bros. (soon) 
New York, N. Y.—Kenwood Shoe Co., Inc. 
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New York, N. Y.—Vanity Fair Slippers, Inc. 
Philadelphia, Pa.—Boston Shoe Stores, Inc. 
Olyphant, Pa.—Mackie’s, Inc. 


Pittsburg, Kan.—Newman’s. 
ment) 


(New Depart- 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Gladwater, Tex.—Sutton Dry Goods Co. 
Haverhill, Mass.—Hirshberg Shoe Co., 
(Mer.) 
Montier, Mo.—Farmers’ Exchange. 
Miles City, Mont.—A. & A., Inc. 
Bennetsville, 8S. C.—M. D. Jackson & Co. 
Anderson, S. C.—B. O. Evans Co. 
Greenville, S. C.—Drake-Thompson Co. 
Orangeburg, S. C.—Bell’s Department Store. 
Cleveland, Ohio—South Side Department Store, 
c. 


Inc. 


In 

Fort Worth, Tex.—Newkirk-Offutt Shoe Co., 
407 Houston St. 

Parkersburg, W. Va.—Stapleton Shoe Co., 714 
Market St. 

Racine, Wis.—John P. Vakos, Inc. 

New York, N. Y.— Kind Shoe Shops, 
Tompkins Ave. 

Santa Ana, Cal.—Serene, Fulkerson & Sprague, 
Fourth and Sycamore Sts. 

Campbellsville, Ky.—Merchants Supply Co. 

Pontiac, Mich.—Frank C. Wood & Co. 

Detroit, Mich.—Hoffman Shoe Co. 

Niles, Mich.—Klopfenstein’s. 

Orange, N. J.—Leco Department Store, Inc. 

Union City, N. J.—Cinderella Slipper Co., Inc. 

Clark Island, Me.—C. A. Johnson. 

Glenville, Ga.—H. Lipsitz & Co. 

Carter, Okla.—Ike Fishman. 

Kenesaw, Neb.—C. L. Schunk. 

Clarkson, Neb.—Moore & Poledna. 

University Place, Neb.—N. C. Christensen. 

St. Louis, Mich.—Family Shoe Store, 124 N. 
Mill St. 

Aberdeen, Wash.—R. & R. Shoe Store, 112 W. 
Wishkah St. 

Aberdeen, Wash.—O. K. Shoe Repair Shop, 
306 E. Wishkah St. 

Wenatchee, Wash.— B. C. Shoelds, 228 S. 
Wenatchee Ave. 
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Making Every Foot of the Shoe Store 
Sell Shoes 


[CONTINUED FROM PAGE 16] 


no exposed metal moulding at the 
jambs, sill or head, and no frame at the 
corners, has a base of intermittent 
stripes of steel and autolack. The 
upper part of the facade is composed 
of panels of matt glass in a frame of 
rustless steel upon which is superim- 
posed the firm’s name. The glass pan- 
elling projects beyond the building line 
and continues in a curve to form the 
ceiling of the vestibule. This is bril- 
liantly lighted from within by reflector 
lamps which also light the show win- 
dows through their matt glass ceiling. 
Thus the entire lighting of the exterior, 
vestibule and show cases is through the 
ceiling and sign panel. 

“The interior is treated very simply. 
The wall opposite the platform is occu- 
pied by shoe cases. A combination 
package and cash desk, located near the 
entrance, facilitates quick delivery. The 
walls are light red and the floor is of 
grey linoleum in alternate light and 
dark stripes. 

“The lighting of the interior is by nine 
ceiling fixtures consisting of glass cyl- 
inders each containing three tubular 
bulbs. This gives effective illumination 
that is augmented by the brightly light- 
ed display cases between the seats.” 
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Finding Profits Plus in Findings 
[CONTINUED FROM PAGE 19] 


people to pay more attention to the 
care of their shoes. 

“Some people,” she remarked, “will 
always take care of their shoes, and it 
is this class with whom our business is 
done. We get them from all walks of 
life, and some of the richest people in 
the city come here to buy a lowly bottle 
of polish.” 

Yes, and we might add that when 
they do come in, you can bet she sells 
them a dollar bottle. 

The other day a woman came to the 
counter and asked the price of shoe 
trees. Regardless of the fact that a 
dozen or so pairs, retailing at thirty- 
five cents, were in full sight, Miss 
O’Riordan reached a pair from the 
other side of the show case and én- 
nounced the price as one dollar. 

“What!” said the woman. “One dol- 
lar for shoe trees in these hard times?” 

Her tone was somewhat hostile and 
probably, had an ordinary salesperson 
been behind the counter, she would have 
got away with the thirty-five cent arti- 
ele. But Miss O’Riordan is not an ordi- 
nary salesperson. 

And the customer not only paid one 
dollar for a pair of shoe trees, but she 
bought a half dozen pairs at one dol- 
lar each, and three extra pairs at a dol- 
lar and fifty cents each. 

This is a typical O’Riordan instance. 
Of course, not all thirty-five cent sales 
are turned into ten dollar and fifty 
cent sales, but the majority of sa'es she 
increases astonishingly. 

Miss O’Riordan works on both salary 
and commission and is the only woman 
located within the confines of the men’s 
and boys’ shoe department. 

Perhaps she started out with the idea 
of showing the men up. We don’t know. 
We do know, though, that she certainly 
has brought phenomenal success to this 
small department. 

She has a wonderful memory and is 
always posted on the newest things in 
her line. Nor does she take’ for 
granted everything the labels say. All 
new goods are tested before being put 
on sale. 

Miss O’Riordan’s biggest asset, prob- 
ably, is being able to answer, authorita- 
tively and without hesitation, the eter- 
nal question of “What shall I use 
for—?” 

Whether it be how to clean shoes, 
whiten shoes or polish shoes, Miss 
O’Riordan can look the customer in the 
eye, answer the question convincingly, 
and, at the same time, reach back and 
produce the article referred to. 

An assortment of knowledge, ability 
and woman’s intuition have combined to 
produce one of Wanamaker’s best sales- 
persons and, through her, has put their 
shoe findings, which some call disdain- 
fully knick-knacks, in the unique posi- 
tion of being the busiest little spot in 
the entire building. 

The success of this department indi- 
cates that there are real possibilities in 
findings when rightly merchandised. 

















EMEMBER that a shoe brush is just 
as essential to your customers as a 
clothes brush. Keep Repco Brushes and 
Daubers displayed where your custom- 
ers can see them. The gripping groove 
on the brush and the easy hand fitting 
handle on the dauber allow a solid grip 
without hand cramp. The “live” bristles 
are securely fastened in handles of well 
seasoned wood. Repco Brushes and 
Daubers sell easily and pay you an 
attractive profit. 


For Sale By Shoe Findings Dealers 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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tr C ockets_ . IT FORMS A 3 PLY UNIT 


» PREVENTS AIR POCKETS 


Yes, Sir! INVISIBLE MIDDLESOLE is a new bottom filler 
that vulcanizes the outersole firmly to the innersole—abso- . UNIFORM FLEXIBILITY 


lutely preventing air pockets in crepe and fibre soled shoes. 
.» RESISTS MOISTURE 


INVISIBLE MIDDLESOLE does away with crawling,  ilaaee ania ain 


bunching or squeaking, yet remains flexible and resilient. 
. PREVENTS BUNCHING 


Here is hidden value your customer — the wearer — will 


enjoy. 











Mr. Shoe Manufacturer: let us send you a generous working sam- 
pleof INVISIBLE MIDDLESOLE and test for yourself the remark- 
able merits of this great advancement in modern shoemaking. 


BECKWITH - MFG - COMPANY 
Manufacturers of Vulco Products 


STATLER BLDG. - + + BOSTON, =aes. 
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a line that will bring her back 


o Midvale designers have developed a fall line that estab- 
lishes new high standards in merchandising value. With 
a keen and thorough knowledge of the latest trends in 
fashion, they, backed by Midvale’s high quality standards, 
are constantly developing shoes that will actually bring 
““her’’ back to your store for another pair. If you have not 
had a look at Midvale’s fine quality and smart style, you’ve 
missed one of the outstanding propositions in the shoe 
industry for fall. 





Samara—a smart model for fall, styled in the exclu- 
sive Ecre Kid combined with black kid. Also avail- 
able in brown kid with blending Ecre Kid. 


MIDVALE SHOE COMPANY 


Branch of International Shoe Co. 


3417 LOCUST ST. SAINT LOUIS, MO. 


MIDVALE 


MAKERS OF F.INE SHOES FOR FASHIONABLE WOMER 
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ON’T discomfit your customers by 

putting rigid box toes in stylishly 
pointed shoes. Give them comfortable shoes. 
Armstrong’s Cork Box Toes are just as prac- 
tical for pointed toes as for broad. In appear- 
ance they are just like hard boxes, but how 
different they feel on the foot. They provide 
the comfort that narrow toes need—no 
chafing at point where tip and vamp meet. 
Firmness in the side walls and tip end. No 


ted toes don't 
have to be hard 


wrinkling or flattening—any place. Your 
thumb will demonstrate all this when you 
press down an Armstrong’s Cork Box Toe. 
Let go, and the toe comes back to shape. But 
the best proof is in an order. Specify Arm- 
strong’s Cork Box Toes in the next pointed 
shoes you buy. For further details about them 
write to the Armstrong Cork Company, 
933 Arch Street, Lancaster, Pennsylvania. 





Armstrong’ 


W 


MA 


Ask for ARMSTRONGS 
CORK BOX TOES & 


ATLANTA Boston +: Cuicaco + CINCINNATI - Derroir - New York ~-  PaHILADELPHIA St. Louis 
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A Bee Dies When It Stings You/ 


Just. too bad the bee cannot be crossed with the man 
who sells anything worthless. What a wonderful 
world this would be if it had never been necessary to 
write the well-known words; “Let the buyer beware!” 


It all seems so silly . ... any attempt to sidestep the 
fundamental basis of Success in Business. Just what IS 
Business, anyhow? 


Merely an agency through which men and women 
make a living. That’s all. And a Square Deal is not a 
matter of religion. It’s self-preservation. 


Walter Booth was simple-minded, someone said. 


Sure he was! Simpleminded about SHOES and a 
Square Deal. So simple-minded a clever competitor said 
he’d do about as much business as a horse fly in Detroit. 


“Business is complicated!” said someone. “The hell 
it is!” said Walter Booth. 


For six years WALTER BOOTH SHOES were some’ 
thing more than sides and sole leather. Simply because 
Walter Booth KNEW men who wear shoes are funny 
about wanting their money’s worth. And they had a 
habit of COMING BACK to the dealer who was sim- 
ple enough to give it to them. 


Some manufacturers forgot that the dealer too must 
have a sufficient MARK UP to make more than mere’ 
ly a living. Walter Booth simply remembered it. And 
gave it to them... . without discrimination. 


So simple it seemed complicated to competitors. Well, 


pe 
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WALTER BOOTH SHOE CoO. 


302 N. Broadway, Milwaukee, Wisconsin 


MANUFACTURERS OF MEN’S DRESS SHOES 


Retailing at $4.00 to $6.50 at a profit 
In stock AAA — EEEE. Sizes 5-14 





ain’t that the way it goes? 
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There is no surer means of ected An impressive record of 

color rightness than speci- . bie continuous use certifies 
fication of : the infallibility of 

QUAKER CITY BROWNS. BLACK QUAKER CITY BROWNS. 


ALLIED KID 
COMPANY 


QUAKER CITY DIVISION 
519 HUNTINGDON ST. PHILA. 
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SUCH IS THE ACHIEVEMENT of QUALITY! 








—the proven tonic for depression— 
the buoyancy of Business Sunshine 





Pedigo-Lake Shoe Co.'s volume of business 
for June, 1931, was 210'12% of June, 1930 


uw 110’2% 


For first six months of 1931, 122%4% 
of corresponding six months of 1930——— 


up 224%4% 


ed. LUO 
ey LY 
If you haven’t discovered the elements of thrilling performance in this fine foot- 


wear... to retail with such economic results at $8.50 and $10.00 (some as low as 


$7.50) ... then just use the welcome privilege of having a demonstration. 


win. ped igo Lake Shoe (£O. ine roo 


for Women 


for Women 
Saint Louis, Missouri 
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It is traditional with Gallun that every skin must conform to the highest standards 
of excellence. No factor is ever permitted to interfere with this uniform quality 
of Gallun Leathers which hold the faith of leading manufacturers year after year. 


A. F. GALLUN & SONS CORPORATION - MILWAUKEE, WISCONSIN 


GALLUN LEATHERS 


= 
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Selected— 


SUMMER LINENS 





Built over 1881 Last with 
18/8 Louis Heel 
No. R-152—White Linen 


The Jemima 





built over 1681 Last. with 
16/8 Cuban Heel 
No. R-134—Natural Linen 








Built over 1681 Last with 
16/8 Cuban Heel 
No. R-135—Natural Linen, 2-Tone Kid 
Harmonizing Trim 


IN STOCK 


AAAA’S to C’s 1 to 9 


In order to meet the insistent 
demand for Summer Linens. 
these six styles—the most popu- 
lar numbers in the famous Dyer 
& Hall In-Stock Line of Linens 
—have been retained In-Stock 
All-ways, AAAA’s to C’s—1 to 9. 


These six patterns were pur- 
chased by more buyers and in 


greater volume than any other 


+ numbers in the Line. They are 


made from specially woven, ex- 
tra strong Imported White and 
Natural Irish Linen and have 
proved their popularity by ac- 


tual sales. 


Take the gamble out of your 
Summer Linen business with 
these selected Dyer & Hall Ir- 
Stock Styles. 


The Sibyl 





Built over 1681 Last with 
16/8 Cuban Heel 
No. R-146—White Linen 


The Lois 





Built over 2081 Last with 
20/8 Louls Heel 


No. R-144—White Linen $3.05 


Pajama Sandal 


Built over 1982 Last with 
19/8 Louis Heel 
No. R-177—Natural Linen.....83.45 





Every Style a Proven Seller 


Telegraph, Telephone Or Maii Your Order Today 
NEW FALL CATALOG NOW READY—ASK FOR YOUR COPY 





/ DYER & HALL, INC., 


AUBURN 











MAINE 
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TAN DRIT& 
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Shoes by Knipe Bros., Inc, Ward Hill, Mass. 


Stock No $-43, Hubschmon’s Tandrite Calf, color 142 


TANDRITE... Extraordinary Leather 
of Rare Quality! 


Tanned and finished by a process exclusive in many 
details, Tandrite Calf stands out among all other 
leathers because of its perfect adaptability, incompar- 
able quality and beautiful, lustrous finish. 


The highest grade European auction skins, superbly 
finished and with deep, rich Aniline color —Tandrite Calf 
represents the highest development in tanning today. 


A masterpiece of tanning and finishing . . . pleasing 
to retailer and consumer alike. 


E. HUBSCHMAN & SONS, INC., PHILA., PA. 


Tanners of Fine Calf Leathers 
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